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Advanced Features of Shoe Salesmanship 


Did you have your men begin last week on the work of the “Recorder” School of Retail Shoe 
Salesmanship? 

See the supplementary questionnaire in this issue and have the men get busy. See that they 
are prepared to take up intelligently next week’s instalment. 

In practically every branch of the shoe industry except retailing men have the special train- 


ing the work demands. 
Most of the successful retail shoe salesmen are salesmen by instinct; but there are not 


enough born salesmen to go ‘round. 
This means of making better salesmen should be profitable to them and to you. 











Seventy-five per cent of the 
raw skins tanned in this coun- 
try are imported. That is one 
of the things that makes so 
acute the situation in leather 
for the great bulk of American- 
made footwear. Our demand 
for goatskins formerly was sup- 
plied from India and South 
America. Now we get prac- 
tically all our imports from 
Brazil and a few from North 
Africa. When you realize that 
the Indian market, now cur- 
tailed by war conditions and 
high freights, has been our 
greatest source of supply, you 
will understand why kid leather 
is soaring. 

And the tanner is not profiting unduly. Eight-inch kid boots containing about 
four dollars’ worth of leather at present prices are selling in New York for fourteen 
dollars. It would seem then that shoe manufacturers and retail merchants are also 
meeting the increased costs in every department, and taking commensurate profits 
by passing the price along. 

The situation is so serious that tanners are developing leathers that can be used 
satisfactorily, simulating the principal qualities of glazed kid, and when the situa- 
tion gets straightened out the American shoe industry will have many fine new 
products available. 

With the growing seriousness of the calf leather situation, I believe the use of 
grain splits will be more general; and frankly, many men who make and know 
leather can see no objection to the use of grain splits from the finer, smaller hides, in 
making good footwear. I would recommend careful investigation and comparison 
between such splits and calfskins. The result may relieve one of the problems of the 
shoe industry. 

Under present conditions I can only see a continued increase in the cost of shoe 
leathers; and shoe merchants placing orders for Spring selling, particularly for 
staples, will do well to anticipate conditions to the full extent of their financial ability. 


Tanner and Manufacturer of Leather, 
Trade Leaders’ Series Salem, Massachusetts. 
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Yes---Business Is Mighty Good! 


HE salesmen who started out last 
month to sell present and advance 
season merchandise found that they 
were bucking up against a_ wall 
topped with hesitancy. So much 
financial news based on war pos- 
sibilities was to be noted in the news- 

papers advocating caution! caution! that the mer- 
chant steered his course to each shifting wind. 
But business rolled on just as before; even a little 
better. 

The public does not feel the flurries of politics and of 
Wall Street quite so quickly as in former years. Good 
wages and continuous work have had a beneficial 
effect in stabilizing the purchasing power of the great 
American public. 

Those merchants who were optimistic reaped the 
benefits in the handsome profits realized. The mer- 
chants who were willing to venture have been the 
men who profited most. 

One of the letters which summariz? the situation 
best is from the pen of H. W. Cook, who is most active 
in the work of the joint committees of the National 
Boot and Shoe Manufacturers’ Association and the 
National Shoe Retailers’ Association. He says: 

I am glad to say that I am a pronounced “‘bull’’ on Fall busi- 
ness, and while I believe the merchants are well stocked, I have 
no misgivings as to their being able to do an increased business 
that will be even greater than their purchases. I question if the 
people of this country are yet awake to a full realization of the 
prosperity which we are enjoying. With money continuing so 
plentiful and purchasing power so great as a result of the in- 
creased incomes, and everyone spending freely, it would seem as 
though we must have the best business that our industry has 
enjoyed in all its history. There will be a time when it will be 
well for us to retrench and “put our house in order’ for the 
re-action, but that from all present indications would seem to be 
too far in the future to be a consideration in connection with 
Fall or Winter business. 

We get word of a western shoe house which has a 
regular night crew working on an eight-hour shift 


After the war, what? 


to fill and ship the orders which fill the mails. In an- 
other western city the lights are lit till 11 p.m. each 
night, and have been for months. All this means 
business—good profitable business and our indica- 
tions of continued prosperity. 


Leather and Meats 


Leather and meats come from the same source, the 
food animals. 

Leather prices and meat prices, in a general way, go 
up together within approximate limits. 

The great rise in meat prices (which every man, 
woman and child knows) has been reflected in 
leather prices during the past few years. — 

Inasmuch as leather (or_other material) forms about 
two thirds of the cost of making a shoe, an increase in 
prices of shoes was absolutely inevitable. No shoe 
manufacturer, still less shoe dealer, could resist the 
powerful upward tendency. 


The Back Fire of “Returns” 


Ultimately the man who suffers most from can- 
cellations and returns is the shoe merchant himself. 
The man who refuses shoes does not guarantee him- 
self against the sale of these same shoes in his own 
community. These shoes are not consigned to the 
scrap heap; they are put on the market, often at an 
abnormally low price. They constitute the stock 
of many and many “a sample’”’ store. They are the 
piece de resistance of many and many a “‘special sale”’ 
in department stores. When they are passed on to 
the consuming public at reduced prices, their sale 
cuts into the regular business of all the legitimate 
shoe stores of the community. 

All shoe merchants may well regard the back action 
of cancellations and returns as affecting the retail shoe 
business seriously and disastrously. 


Two foreign shoe buyers who visited the “ Recorder” office 


this week say that upon the date war ends, real business will begin, for all Europe is in 
need of footwear for civilian wear. The people at home are wearing make-shift foot- 
wear today—tomorrow they will demand the best that America can produce. 
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Enroll in the “Recorder” School of 
Retail Shoe Salesmanship 





A Home-made Device to Illustrate Arch Action of the Foot. 


Designed by Paul Krippendorf 


Questions for Your Salesmen to 
Answer 


In last week’s issue we gave points on ‘Aches and Arches,” 
and the following questions should be answered without re-reading 
that article. If you previously read the series of twenty lessons 
on shoe fitting now published in book form, you will be better 
able to answer some of the more technical questions. Take paper 
and pencil and see how many questions you can successfully 
answer. 

. How many bones in the foot? 

. What are ligaments? 

. What are the functions of ligaments? 

. Which is correct, the term “broken arches” or “fallen 
arches’’? 

. At what point of the foot is the weight of the body prin- 
cipally carried? 

. What are the functions of the muscles of the foot? 

. What are the three points in fitting arch supports? 

. What is the theory underlying flexible arch shoes? 

. What is meant by inner straight line? 

10. Can you illustrate with your hand how to elevate the arch, 

and the correct and incorrect way of walking? 

In next week’s issue we will take up the subject of “Button 
Footwear and the proper adjustment of the same over the arch 
of the foot.” 
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Retail Association News 


Retail Shoe Dealers’ Associa- 
tion of New York 


The regular October meeting of the Retail Shoe 
Dealers’ Association of New York was held on Wed- 
nesday of last week with a good attendance, at the 
Cosmopolitan Hotel, which up to the present time 
has been the regular meeting place of the organiza- 
tion. Following the call to order by Vice-President 
Fdelstein, Arthur Josephs made a report on behalf 
of the committee on trading stamps in which he 
showed the efforts being made to eliminate this fac- 
tor.. He had made some investigations and learned 
that the Merchants’ Association of Long Island had 
resolved to discontinue the use of trading stamps from 
the present month. 


Propose Anti-Trading Stamp Legislation 


A visit of inquiry to the offices of the Merchants’ 
Association of New York was also made, where it 
was suggested that Mr. Josephs submit a draft of a 
bill to be presented to the legislature to either abolish 
the use of trading stamps in New York or to impose 
a heavy tax upon them, and he suggested that a 
resolution be passed that the Retailers’. Association go on 
record as opposed to the trading stamp. 

Some general discussion of this matter was held and the fol- 
lowing motion was adopted: Resolved that the Association 
goes on record as opposed to trading stamps and that it will ex- 
tend all possible effort to favor legislation to abolish them. 


To Vary Meeting Places 


Following a discussion about the meeting place for future 
gatherings, a committee consisting of Messrs. Josephs, Jacobson 
and Klein was appointed to arrange for quarters with the various 
wholesale houses so that the regular meetings hereafter shall be 
held in such places, thereby tending to increase the attendance, 
and also to prepare suitable publicity for such meetings. 


Shoe Selling Methods Discussed 


A special feature planned for the meeting was a discussion oJ 
shoe selling and upon this topic an interesting paper was read by 
Ben Jacobson, retail shoe merchandising expert. It was the idea 
to follow the reading of the paper with some demonstrations of 
shoe selling, as Mr. Jacobson suggested, and shoes of various 
styles and character were provided for this purpose, so that mem- 
bers in attendance could take the part of buyer and seller and 
demonstrate sales, the points to be discussed by the meeting as 
they came up. The lateness of the hour prevented the carrying 
out of this at this meeting so it was held over until the next gath- 
ering, and the meeting adjourned. 


(Continued on page 26) 


ENROLL IN THE “RECORDER” SCHOOL 
OF RETAIL SHOE SALESMANSHIP 


A bi-weekly series of lessons on advanced 
shoe fitting published in the ‘“‘Recorder”’— 
and supplementary instruction, test papers, 
charts, etc., to be sent by mail. Enroll 
now. Send your name, address, and data 
as to age, experience and present standing 
to the *“‘Recorder’’ School of Retail Sales- 
manship, 207 South Street, Boston, Mass. 
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DEAUVILLE 
FRANCE 


Modifying Paris Styles 
The Process of Making Them Salable 


Here 


Shoe styles shown in our Paris letters have in many cases been 
interpreted into American footwear by the process of refin'ng 
the lines to the American foot, and the method of doing it is 
worthy of explanation. Invariably the footwear of Paris reveals 
an exceedingly short forepart (as close to two inches from the tip 
of the toe to the throat of the pattern as it is possible for a sho: 
to be built). Then the Paris style usually shows an extreme 
height of heel, which makes the direct translation of the shoe 
into an American style impossible. 

French women insist upon styles with these two characteris- 
tics dominating: The short forepart, the high heel and the ex- 
aggerated arch. To get the short forepart they must naturally 
get also breadth at the ball. 


Refining the Lines for American Wear 


With these fundamentals in mind, let us take the style as 
shown by the young lady at the left at the beach at Deauville. 
The style is extreme and it is purely a custom creation. It is 
one that never would be made in any great volume, and yet it 
illustrates a trend of style which is now on the increase in Paris; 
namely, straps and ribbon cross-lace effects. 

We have reproduced in No. 1 the same shoe in outline. The 
first process of translating that shoe into an American style is the 
elongation of the forepart and refinement of the lines of the last 
to conform to American women’s wants. The next process is to 
bring the heel down, and as you see in No. 3, the heel is reduced 
and then follows the lengthening of the top to conform with the 
present popular high top boots. 

A six inch top would be perfectly all right in Paris with an 
additional three inch heel elevation from the ground. The 
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American, with a lower heel, wants the top a full eight inches 
high, plus the two inches or more for the heel. 

In No. 4 we see a possible translation of the pattern effect into 
a button boot, and there are as many possible variations as the 
American designer of shoes might desire. These changes are 
logical and progressive. They are necessary in making Ameri- 
can shoes to sell to American women, and yet they basically are 
taken from the Parisian idea. 


The Oxford Translated into American Footwear 


Ju the other picture we note a young lady wearing a pair of 
buckle oxfords and we are reproducing in line (No. 5) the pattern 
of that shoe. The shoe has twin buckles on both sides and the 
style is certainly extreme. In following the same process of modi- 
fying the lines and making them suitable for American footwear, 
the vamp is lengthened as in No. 6, and as in No. 7 the heel is 
lowered, and the top is cut down, for American women do not 
want the bunched up arch and instep which are common abroad. 

In No. 7 we also show how the same idea might be translated 
by the use of three small buckles on the outside to fasten the 
button flap. 

In No. 8 we show a more practical use of buckles in the three 
straps across the waist and instep, and already we have noted 
shoes of this character along Fifth Avenue, New York. Natur- 
ally, the shoe most in demand would be of tan leather and the 
buckles of brass or gold washed. Where so many merchants 
are taking a hand in the designing of styles, these points of style 
translation are well worthy of study. 


ASSOCIATION NEWS 
(Continued from page 24) 


Maine Retail Shoe Merchants’ 
Association 


There is art in dressing a store window so attractively that one 
has to stop and look at it, and so convincingly that one must go 
into the store. Then it requires the study of psychology to sell 
goods after the customer has been landed. When artists and psy- 
chologists of the shoe trade meet an interesting discussion is 
always brought up. Incidentally a sumptuous banquet is always 
brought in. 

That’s the way it was last Tuesday night whenthe Maine Retail 
Shoe Merchants’ Association held their quarterly meeting in 


Lewiston. 
New Members Admitted 


Though the attendance of members from other cities did not 
meet expectations, the meeting was considered successful by 
the large number of local members in attendance. 

A brief business meeting was held at seven o’clock and follow- 
ing the dinner the business session was resumed. The report 
of Treasurer Despins showed the prosperous financial standing 
of the Association, while the Committee on Membership reported 
favorably on the applications of George L. Howard and W. T. 
Yeaton, of Auburn, and J. A. Rainville, of Lewiston, who were 
then admitted to membership. 

The helpfulness of such meetings is an incentive for the growth 
of membership, for the ever-changing business conditions demand 
co-operation and the exchange of ideas. One of the problems that 
came up for discussion was that caused by the factories which 
sell shoes at retail, a matter on which the association has already 
officially expressed itself. 


Washington (D. C.) Shoe Retailers’ 


Association 


There was something doing every minute of the four hours 
that the Washington shoemen were together. Following the 
“‘smoke-talk”’, 7.30, they filed into the Red Room where plates 


—_ : : ———————— 


had been placed for thirty guests and thereafter there was no 
thought of business, shoes, or other things commercial, until, 
with the coffee and cigars, President Arthur Burt called them to 
order to commence the more serious matters of the evening. 

“Shall we buy our Spring shoes now or will we be perfectly 
safe in delaying our buying for a few weeks?’’ This question, 
introduced by President Burt, was uppermost in the minds of 
each of the thirty members of the Washington Shoe Retailers’ 
Association around the board. 

Naturally, there was some diversity of opinion on this sub- 
ject. Some of those more centrally located gave it as their opin- 
ion that a large percentage of purchases might be delayed; others 
thought that orders should be placed as promptly as possible; 
but the smaller dealers operating neighborhood stores took quite 
a different view of the situation, holding that for them to delay 
would be dangerous in that they would be very apt to find them- 
selves without stock or subjected to great delays because of the 
desire that would arise on the part of the manufacturers to fill 
the larger orders first. 


Joseph Strasburger Says ‘*Wait’’ 


The advice given by Joseph Strasburger was to delay and te 
pay a higher price if necessary, adding the same to the retail 
selling price, for it is impossible, he declared, to tell now what the 
women will want next Spring for they may wear low shoes, or 
stick to high shoes as they did during the past Summer when 
nine-inch uppers were the rage. He predicted that white shoes 
would be popular, but qualified his remarks by saying that one 
could not predict whether it would be high-or low shoes, so here 
again, the dealers would have to use caution. 


**Eddie’”’ Hahn Says ‘‘Buy Now’’ 


William Hahn & Company, according to Edwin Hahn, one of 
the members of the firm and who does considerable of its buying, 
at first concluded to hold off placing Spring orders this year until 
very late, on the belief that shoe prices were due to drop. A 
soaring, rather than a receding market, caused a change in ideas 
and it was then concluded that it would be better to make such 
purchases as they could at this time. 

There is little chance of leather coming down within the next 
six months, said Mr. Hahn, even with peace declared, for the 
European buyers would still want a goodly part of our leather 
production. They have accordingly commenced to place orders 
for their men’s and children’s shoes and white shoes for women, 
confining the first-placed orders to staples and near-staples, ex- 
pecting better merchandise and deliveries than if the buying were 
further delayed. The other orders will come later when it can 
be better determined what will sell, there being too much chance 
involved in anticipated orders, based on sales to be made per- 
haps six months hence. They are going to place all of their orders 
for the staples early. 


**Be Conservative,’’ Says Richter 


Mr. Richter, of Lansburgh & Bros.’ shoe department, ad- 
vised that the merchants be conservative in their purchases. 
There is no need, he said, to rush into the market and spend all of 
one’s money at the one time. Washington is too close to New 
York City for a merchant to worry himself into thinking that 
he would not perhaps be able to quickly learn of changes. 


Position of Neighborhood Stores 


Isaac B. Nordlinger, a representative shoe merchant, of the 
residential sections, declared that if the so-called neighborhood 
storekeepers heeded the advice of some of the other speakers and 
delayed until the last minute, it would be impossible for them to 
secure stock in time for sale during the season. He stated that 
he was delaying as much as possible, but was placing orders for 
his staples. ; 

A. E. Felser, another “‘neighborhood storekeeper,’ announced 
that he was placing orders for white low shoes, a big seller with 

(Concluded on page 28) 
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New Footwear for Sport 
Why Give the Sporting Goods Store This Profitable Business? 


HE time has come for shoe stores 
the country over to recognize the 
fact that sport is becoming more and 
more identified with American life. 
The number of people who enjoy 
some participating sport today over 
the number of ten years ago is so 

tremendous as to make the footwear item alone run 
up into a bill of many millions of dollars. 

One has but to look at the catalogue of some of the 
sporting goods houses to see the importance of the 
business to these stores. One catalogue devotes 13 
pages to shoes, featuring 79 shoes, and even going 
into shoes for street and business wear, devoting one 
full page to shoes of that type at a price of $6.50 and 
up. 

Shoes Sold Over the Counter 

Now when you consider that the majority of shoes 
sold in sporting goods stores are actually sold over the 
counter with no thought as to fitting values, you get 
some idea of the error committed by the customer 
in purchasing shoes from these stores. 

The shoe as an article of wearing apparel demands, 
first, proper fitting and thereafter considerations as to 
style, price and availability. The shoes featured on 
these pages are the latest specialties on sport and 
can be sold at a remarkably good profit. 


One Merchant to Handle Sport Footwear, the 
Others to Send Him Customers 


The day is not far distant when the merchants of a 
city or town will realize that they can work on a co- 
operative basis in the sale of sport footwear. Some 
one of them can be designated as a sport footwear 
store and the merchants of the town should see to it 
that customers are referred to that store, or that 
a clerk is sent over for the type of shoe the customer 


desires. The sale can be made so as to give some 
small credit to the merchant who either sends the 
customer to the store, or does the fitting. The plan 
is entirely feasible and it is being worked out in one 
college town to the satisfaction of all merchants. 
Needless to say the sporting goods store has lost this 
profitable branch of their business, but the proprietor 
of that store fully realizes the fact that specialty foot- 
wear should have the careful fitting that an expert 
retail shoe salesman can give. 


Bring It Up in Association Meeting 


To bring about such a plan of co-operation needs 
but the fair-minded interest of the merchants of our 
local association and if the store can be made ex- 
clusively a sport shoe store, so much the better, and 
then no merchant has the feeling that he is giving 
another man an opportunity to get one of his 
customers. 


The Skating Shoe—in All Stores 


Sport footwear can be profitably carried in many 
shoe stores and particularly those types of shoes as 
are in most common usage. For example, skating 
shoes have developed into being almost a staple in 
shoe stores and merchants are profiting by selling 
skates and shoes in combination for Christmas gifts. 

Get this point clearly in mind—the sporting goods 
house did not at first desire the additional task of 
selling shoes, but they took up the opportunity as left 
open by the shoe merchants to add an additional item 
of merchandise to their already extensive stocks. 

Shoes at first were sold by them merely as a matter 
of accommodation for they fully realized their short- 
comings in the sale of an article which needs such 
expert salesmanship. 

For example, a golf salesman’s knowledge is con- 
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Basket Ball Shoes—Soft Rubber Soles to Grip the Floor 


fined largely to clubs, and balls and accessories, and 
he specializes in the sale of these profitable articles. 
When he switches over to selling a pair of shoes, his 
knowledge of the article is limited and the chances 
are against his selling shoes as they should be sold. 
The subject of sport footwear is one that every retail 
shoe association ought to take up and the suggestion 
above is well worthy of concerted action, NOW. 


Walking and Sport Shoes 


The Greatest Opportunity for the Shoe Merchant 


“Walk! Walk! Walk!” 

The more people walk, the more shoe leather they 
require is a self-evident truth. Most every shoe mer- 
chant knows that the more people walk the more shoe 
leather they require. But all of them who have the 
price buy an auto. 

Walking boots are a new style this Fall. And the 
sale of sport shoes is the greatest in history. So it 
may be that things are going to change. There’s a 
possibility that the thought that “‘the more people 
walk the more sole leather they require’ will be put 


into practise. That will profit the shoe merckunts. 
But the greatest profit will be to those who walk, for 
walking is a source of wealth and health. 

It is an unfortunate circumstance, in-so-far as the 
shoe trade is concerned, that the old-fashioned torch- 
light parades have been abandoned by the great par- 
ties who contest in the presidential campaign. That 
cuts down the demand for good walking shoes. Just 
imagine the possibilities of featuring extra marching 
shoes, the U. S. army kind, for the marchers in big 
torchlight parades this Fall. 


RETAIL ASSOCIATION NEWS 
(Continued from page 26) 
him, and would follow with other orders for buckskins and white 
kids; the orders for other low shoes and fancy stock would be 
held up until January 1. 


Other Subjects Discussed 


A number of other subjects came up for discussion. Mr. Stras- 
burger suggested that certain rules promulgated by the Retail 
Merchants’ Association for the acceptance of returned goods be 
adopted by the shoemen. This matter goes over until a future 
meeting. 

Transportation costs and the high rates charged for bringing 
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Hockey Shoes—Strong Leather and Strong Construction 
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Gymnasium Shoes—Comfortable and Easy—to Be Fitted Snugly 


goods from the freight houses and steamship landings were 
brought to the attention of the members by M. B. Sinsheimer, 
of Georgetown, D. C., who complained of the way in which his 
shipments were being handled. 

Hubert M. Roberts gave an interesting account of how he was 
giving up the use of toys to coax the children’s trade to his de- 
partment at the People’s Department store. 

The C. O. D. problem was discussed by Mr. Betz, of Edmons- 
ton & Co., who stated that there was no need for the number of 
such deliveries as the stores were called upon to make, and this 
extra expense and trouble could be eliminated if retail salesmen 
would look more to the interests of their employers. 


Rhode Island Shoe Retailers’ 


Association 


To open the season, the Rhode Island Shoe Retailers’ Asso- 
cia.ion met at the Crown Hotel, Providence, October 10th. The 
meeting was made a joint session of merchants and their sales- 
men, the latter being present as guests. President Frank E. 
Ballou opened the session and commented on the steady growth 
of the organization, and expressed the hope that more mer- 
chants outside of Providence would attend future sessions. After 
the dinner and the regular business session, the first speaker of 
the evening was W. P. Greuling of the “‘Boot & Shoe Recorder’s”’ 
staff, who gave a blackboard talk on the use of illustration in 
retail shoe advertising, and put over a clever stunt wherein he 
asked each one present, as a man thoroughly familiar with shoes, 


to draw one. Some of the results were surprising—others were 
surprisingly good—but that’s another story, perhaps for next 
week. Mr. Greuling’s talk served to focus attention on the 
elements of drawing in shoe designing and shoe advertising, and 
had the added interest of novelty in after-dinner speaking. 

Spencer B. Greene, of Providence, next gave a talk on South 
America, illustrated by lantern slides. He spoke on trade possi- 
bilities and the development of friendly relations with our neigh- 
bors to the South. 

E. J. W. Proffitt, who, by the way, prepares the advertising 
copy for F. E. Ballou, spoke on good advertising, in a way to 
convince many a merchant of the benefits of well prepared news- 
paper advertising, and the importance of changing copy and 
keeping it running on schedule. 


Pennsylvania Shoe Retailers’ 
Association 


The Annual Convention of the Pennsylvania Shoe Retailers’ 
Association will be held at Philadelphia, February 19 and 20, 
1917. 

Secretary Carl Schuh has visited Philadelphia and completed 
all preliminary arrangements for the convention. He is also as- 
sured of the hearty co-operation of the Philadelphia Chamber 
of Commerce, the local association of Philadelphia shoemen, and 
the officers of the National Shoe Retailers’ Association, with 
which the Pennsylvania Association is affiliated. 











Skating Boots—Specialties Every Shoe Store Can Profitably Carry 
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Seasonal displays compel attention. Imbue your windows with the spirit of 
the time. Let your store speak through its eyes—the show windows—and make 


them the clincher for the good impressions of your advertising. 
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Number One 
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Number Three 


Prepare for Hallowe’en 


Hallowe’en, Oct. 31st, can be used as the oc- 
casion for a display with the feature shown in 
No. 1. The centre-piece is a large circular 
board in the middle of which is a ‘‘Jack-o- 
lantern” made of yellow cardboard, with the eyes, 
nose, and mouth marked in with black. Next is 
a circle of ears of corn also made of cardboard 
and the outer edge is bordered with grain. In 
the corners pumpkin-shaped leaves cut from 
heavy green paper are grouped. 


The background shown in No. 2 is easily con- 
structed. The end posts and vases are cut from 
composition board, and are flat, the bases being 
shaded to have the appearance of being round. 
The wall section is lined to have the appearance 
of stone. Artificial foliage is tacked on the back 
side and allowed to hang over the front. In the 
lower right hand corner is a flower box also filled 
with artificial flowers. The wall should be 
painted a dark tan color and foliage of bright 
autumn colors used. 


No.3 has an oval panel on which a large hand is 
outlined. The card bears the inscription: “Five 
reasons why you should buy our footwear,” points 
to the little finger. From each of the fingers nar- 
row ribbon runs toa card. The cards are lettered 
as follows: ‘‘Your feet will be comfortable’’— 
‘‘The styles are good,’—‘‘The Quality Excel- 
lent’’—‘‘There is nothing inferior in our whole 
stock’’—‘‘Prices always right.” 


(Continued on page 95) 
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for the Holidays to Come 


There are towns where the shoe store windows are dull and monotonous until 


someone comes along and sets a pace. Then comes better business for all who keep 
up with the procession. What are you doing to be a leader? 








Show Card Writing 


The card writer should make ample plans for his Thanksgiving and holiday show cards. It is none too 


early to begin. There is an endless variety of ideas. Cards may be embellished with air brush, dry color, 
crayons or spatter work. This method is a substitute for air brush and is done with a wire fly screen raised about 
two inches from the show card and a typewriter brush, using thin show card colors. Other splendid effects 
can be secured by the pasting on of lithographs. Many novelties such as dinner favors, etc., can be used to 
Splendid: advantage. 

At least one month in advance should see the laying of your plans so that there will be no rush and hurry 
later on as there will be many other things, such as special display work, stock to keep up, customers to wait 
on, to demand your attention. 


A holiday window or case card a little out of the ordinary is made by using clever initial panels that come 





finished ready to be pasted on the show card and can be hand colored to suit the season. Another good orna- 
ment is holly designs which come in a variety of patterns that can be just tipped on to the card and later on 
removed and used another time. 

The various sizes of the soennecken and speed pens will serve amply for the display headings. If some- 
thing larger is absolutely essential, No. 8 red sable rigger will be found satisfactory. 

The show cards shown in this article are timely, with a certain dash of seasonable atmosphere that makes 


your silent salesmen effective to the greatest degree. 
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The artist could not 
design them more beau- 
tiful if he tried: 

We forgot the artist 
when when we made 


the ptice 


‘By 


The call of 


‘Autumn 


All the newest 
approved Styles 
‘or men. are ready, 
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Card No. 2 is a panel shape with an 
illustration taken from the September 











Number One Number Two Number Three 


Card No. 3 contains a snappy Fall 
atmosphere in the illustration. The 


Card No. 1 shows a strong illustration 
which cannot but grip and hold the cus- 


tomer’s attention. Lettering was execu- 
ted with a No. 2% soennecken pen and 


tells a brief and comprehensive story 


16th cover of the “Boot and Shoe Recor- 
der.” Lettering was executed with a 
small size speed pen. These cards were 
all quarter sheets 11x14, each card having 
a trifle different effect in the border rule, 
which will be found worthy of considera- 
tion fcr present and future work. 


lettering is most appropriate and carries 
that appeal so essential to a window 
card. This was lettered with a No. 2 
and 2% soennecken pen. 
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Takes on Williams-Kneeland Line 


Benjamin Landsberg has connected 
with Williams-K neeland Co., South Brain- 
tree, Mass., makers of men’s shoes and 
women’s sport shoes. Mr. Landsberg has 
an office in Philadelphia, and covers Phil- 
adelphia, vicinity, Eastern Pennsylvania 
and Southern New Jersey, and will carry 
this line in connection with Chipman & 
Harwood Co. line of Boston, which house 
he has been connected with for the past 
eight years. 


Borland Makes Initial Trip 


Joseph Borland, who will represent the 
Menihan Company of Rochester, N. Y., 
in Michigan, Indiana and Illinois, is the 
son of James Menihan Borland, advertis- 





JOSEPH BORLAND 
With the Menihan Co., Rocbester, N. Y. 


ing manager for the Menihan Company. 
Mr. Borland, Jr., has assisted his father 
in the advertising department and this 
will be his first season on the road. 


More Territory for H. H. Brunning 


H. H. Brunning, representing the 
Manss-Owens Co. of Cincinnati in Texas, 
will also cover the territory of Wm. Son- 
field, who recently became a member of 
the sales force of the Helming-McKenzie 
Company, in western Ohio, Kentucky, 
Missouri, Tennessee, and Mississippi, 
calling on large city trade. 


Good Basiness from the South 


The Concord Shoe Co. of New York 
City is developing’ many accounts in 
Florida, Georgia and the (Carolinas, and 
in order to take care of this business with 
greater convenience the house has ap- 
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pointed H. S. Owens to cover that terri- 


tory 
W. M. Oakman Booster 


Salesmen who in past years have visited 
Columbia, Mo., have commented on the 
lack of hotel facilities, but it was left to 
W. M. Oakman, President of the Boston 
Shoe Travelers’ Association, to point 
the way to that community in the better- 
ment of its facilities for the traveling man 
and visitor. Oakey made the suggestion to 
one of his customers, C. P. Miller, some 
time ago that he stood ready to donate 
$100 towards building a hotel in Columbia 
worthy of that enterprising town. 

Miller got around to talking with prom- 
inent citizens in the town and it wasn’t 
long before Oakey’s check for $100 had 
rolled up into a fund of $20,000 for the 
building of The Daniel Boone Tavern. 

Today the citizens of Columbia boast 
that that town can furnish travelers over 
the old trail routes of the East to the West 
with entertainment second to none within 
the hospitable gates of The Daniel Boone 
Tavern. Oakman went still further and 
gave the committee his ideas and practi- 
cally O.K.’d the architectural plans, and 
the location of the hotel. 

Thus it is that the traveling shoe sales- 
man does more than his part in the devel- 
opment of business and communities. 
Oakey may be one of the finest executives 
the Boston Shoe Travelers’ Association 
ever honored with the presidency and 
he may be a rattling good salesman, but 
he is more too, in that he has his eyes and 
ears open for the development of each of 
the towns where he does business—as this 
latest example of his _ progressiveness 
shows. 


National Convention in St. Louis 


In view of the fact that a wrong impres- 
sion has gone out as to the functions of 
the convention of the National Shoe Trav- 
elers’ Association, President G. A. Schaub 
wishes it to be distinctly understood that 
every member is entitled to participation 
in the convention and is urged to be pres- 
ent at all of its sess‘ons. The official del- 
egation from every organization have the 
rights of ballot and of voicing the group 
expressions of each of the local organiza- 
tions. The convention is thrown open to 
the membership body, and discussion and 
plans are well under way for the most ac- 
tive convention in the history of the or- 
ganization. 

Primarily the convention is for business 
but there are many entertainment fea- 
tures that would make attendance by 
every member profitable and pleasurable. 


Establishes Pacific Coast Branch 


Mr. Vawter, representing the George 
E. Keith Co. in the ladies’ line, is due on 
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the Coast and hereafter he will make his 
headquarters in San Francisco as the de- 
mands of the Coast trade are such as;to 
warrant opening a branch office and carry- 
ing a sample line. Mr. Vawter will make 
his home at Berkeley. Mr. Young, rep- 
resenting the men’s line of the Keith 
company, already has his office in San 
Francisco. 


W. F. Burr Boosting Rhin-O-Hide 


W. F. Burr, for three and one-half years 
special sales representative for the Good- 
year sole and heel department, has now 
joined the ranks of The Miller Rubber 
Company of Akron, Ohio, makers of 
Rhin-O-Hide, the new composition sole. 

He has lately visited the New York and 





W. F. BURR 
With Miller Rubber Co., Akron, O. 


Boston territory in the interest of the 
product, which is designed to be superior 
to leather soles both in price and effi- 
ciency. The wet and slippery pavements 
of the coming Winter are simply selling 
arguments for Mr. Burr, who points out 
that the product is waterproof, even to 
the thickness of paper, and affords better 
traction to the walker. 


Enlarges Shoe Department 


Fort Wayne, Ind.—John Stillman has 
enlarged his shoe department, which is 
located on the second floor of his de- 
partment store. H. Hess, manager and 
buyer, believes that since making sepa- 
rate displays of shoes in the windows and 
adding $7.50 and $8.00 lines to the old 
$2.98 line, their shoe business has in- 
creased thirty per cent or more. 











ABSOLUTELY 
NEW : 









The latest addition to the Schmidt 
line of Calf Leathers 


Just to feel the indescribably soft texture 
of Chiffon Calf is to realize at once 
that it is 


Better than Suede 


and 


Finer than Buck 


Chiffon Calf is something entirely new 
and different and should be sampled 


at once by every maker of women’s 
smart footwear. 


CARL E. SCHMIDT & CO “ne |} 


S  CDetroit: 
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A’Leather of Many Advantages 


Has the strength of grain leather—consequently 
stitches and button-holes will not tear out. 


Will not stretch—therefore shoes. made from it 
will hold their shape. 
Adjusts itself to the ankle, thereby producing 
splendidly fitting shoes. 


Produced in modish styles. 
CARL E. SCHMIDT & CO., INC. 


DETROIT, MICHIGAN BOSTON, MASSACHUSETTS 


REPRESENTATIVES 
H. B. ALLENDERFER, Philadelphia A. J. & J. R. COOK, San Francisco 
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A Salesman’s Strategy 


In the Days When “Getting There” Was 
| Difficult 


Harry and Bill were keen salesmen, 
both. fighting for business in Oklahoma. 
Both were after a big account at a trad- 
ing post several days’ drive from the rail- 
road. 


One season Bill got there first and land- 
ed the order. Harry determined to beat 
him to it the next time. He jumped to 
the nearest railroad point, hired a wagon 
and quietly loaded his trunks. As dark- 
ness descended over the prairies he began 
a night journey for the coveted order. 

At midnight, he stopped at a ranche 
house, fed his horses and slept until day- 
break. Then he breakfasted and proceed- 
ed on his way chuckling to think how he 
had out-manoeuvred his competitor. 

At noon he came to a river. The only 
means of crossing was by use of a ram- 
shackle ferry boat propelled by hand. As 
he drove down the river bank he, glanced 
back over the road he had traversed. 
To his astonishment he saw in close pur- 
suit his beloved rival Bill! It seemed that 
some one had informed him of Harry’s 
activities, and, Bill, not to be outdone, 
had driven all night to head him off. 


The ferry boat could transport but one 
wagon. Harry was there first! 

As he drove aboard his mind acted 
quickly. It was a time for strategy. As 
the old ferry boat slowly nosed out from 
the bank Harry closed a deal with the 
ferryman to charter the boat for the day. 
For a liberal cash consideration the boat 
was tied up at the south bank under 
charter to Harry. There the boat re- 
mained until Harry had the order safely 
written up and returned to recross the 
stream. 

On the north bank of the river Bill, 
like Lord Ullen, was “left lamenting.” 


Shoe Samples in Sacks 


And Traveling a Matter of En- 
durance 


“Did you ever hear of a salesman car- 
rying his shoe samples in a sack on a 
horse’s back? 

“Some of you young fellows may say 
it never happened, but it did, and within 
the memory of men now alive.” 

The old timer, in a reminiscent mood, 
then proceeded to unfold to your reporter 
the following truthful tale: 

“Just after the civil war, before rail- 
roads were plentiful, and wagon roads 
exceedingly scarce, I was assigned to open 
up some new territory. This new field was 
in the mountains of the Southwest and 
I had less than a hundred miles of railroad 


in the entire trip. Starting from St. Louis 
I rode about eighty miles on the Frisco 
line and then took the road in a wagon. 


“It was a two horse wagon and had been 
put together for my purpose. The natives 
called it a drummer’s buggy. It was 
more than that—it was a spring wagon 
made something like the old democrat 
with strong wheels, heavy springs, oaken, 
iron-bound, and staunch as a sea-going 
tug. 

“When my trunks, myself and driver 
were aboard, it required two big, strong 
horses to yank us along at a pace of five 
miles an hour, and, believe me, that was 
plenty fast for me, considering the roads 
we traversed. Over hills—we drove—down 
dales, across streams, rocky roads, sandy 
valleys and muddy morasses. Sometimes 
the roads wére mere trails. Many times 
we were compelled to lay up for days until 
mountain streams, in freshet, subsided. 
Once we got mixed up in a hurricane and 
had to chop our way through miles of 
wind-fallen timber. A very important 
part of our equipment was a chopping ax. 

“The towns we visited were mostly 
small and usually had but one store. The 
first to arrive got the order. This meant 
being Johnny-on-the-spot ahead of com- 
petition. Can you imagine driving day 
and night to head off a rival? Well, it was 
to head off a very active rival that caused 
me to become the man on horseback. 

“I made the mistake of attempting a 
short cut across the mountains over a 
particularly bad road, and, of course, 
broke an axle. The driver, resourceful 
as all mountain men are, managed to get 
us to ashop. There I packed twenty-five 
samples into a gunny sack, hired a saddle 
horse, and was off for my objective point. 

“I arrived two days ahead of the other 
fellow and got the order. But I was sore 
on horses and welcomed my driver when 
he finally came. 

“You wonder why I was so keen on 
beating the other fellow to it? Well, 
just because I had a line that would stick 
and hold accounts for me. Once landed 
I could rest easy. No more racing after 
my first trip. Some of those accounts 
were worth landing. I sold one man, one 
hundred and fifty miles from the railroad, 
over thirty-five hundred dollars worth of 
boots and shoes. 

“It was hard work; hard, hard work. 
It was also exciting and gave me many 
thrills. I think it was the love of the game 
that kept me at it for several years. I 
remember a lot of the old timers who trav- 
eled the mountain territories for years. 


Emmet Haskett probably covered as many 
miles in a wagon as any man still alive: 
Then there was Johnson, Anderson, the; 
Morris brothers, and dozens of others; 
One hardware salesman traveled in Mis- 
souri and Arkansas for thirty-five years 
and never rode a mile on a railway train. 
Oh, yes he did. When he was nearing 
his thirty-fifth year in wagon traveling 
his house changed him to a new route, 
thinking they were doing him a favor by 
giving him railroad territory. But it 
nearly broke the old chap’s heart. He 
begged to be put back on his old trip and 
the house humored him. When I left that 
country he was still plugging away over 
the hills. Good old Sam. He was known 
to every man, woman and child in a dis- 
trict that required nearly six months to 
cover. It was said of him that he could 
borrow money on his word, from Spring- 
field to the Arkansas River. 
“But I’m getting off the subject. Many 
times I have packed samples on horse 
back, and once on my own back, when my 
horse went lame. Many times I haye 
traveled through snow and ice to reach a 
town when the other fellows were toasting 


. their shins around a hotel fire. And that’s 


one of the reasons I am smoking Havanas 
instead of cheroots.” : 


A Fare Refunding Podl 


A co-operative plan for encouragipg 
suburban shoppers to come to town ha 
been worked successfully by Massacltn- 
setts merchants in Lynn, Salem and otlter 
cities. It is about as follows: : 

A representative of the merchants’ asso- 
ciation gets merchants to agree to con- 
tribute to the fare refunding pool. Thpn 
the association spreads an elaborate ail- 
vertising campaign among towns and 
villages for 20 miles around. 

Customers come to the stores, to béy 
goods, as advertised. First, a customer 
buys a pair of shoes. The shoe clerk gives 
him a fare refunding check. Then he 
goes to another store, and buys a pair 
of suspenders. The clerk gives him a fare 
refunding check. Then he buys some 
groceries, or cigars, or a diamond ring, or 
a camera, or gets a shoe shine. In each 
case, the clerk gives him a fare refunding 
check, 

When he’s ready to go home, he takes 
his fare refunding checks to the mer- 
chants’ association, and exchanges them 
for his railroad fare to and from his home. 

Of course, he must buy a certain 
amount of goods, to get his railroad fare 
paid. 

The merchants’ association totals up 
the amount of money paid out for car 
fares, and then apportions the expense 
among the merchants, according to the 
fare refund checks turned in by cus- 
tomers. 
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These Live Retail Selling Pages 


Whenever and wherever you see a good thing that you can use, get busy! 
Neglect or delay means a potential loss. The service pages of the ‘‘Recorder’’ 
are directed by merchandising authorities pre-eminent in their fields. The 
**Recorder”’ places their knowledge at your disposal. 
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No. 113, 25c. 


Men’s “‘Dress Up” Shoes 


wear full of satisfaction in style, fit and wear. 


$5, $6 and $7.50 a pair—with satisfaction guaranteed into the bargain. 


Store Name Here 


**Where Good Shoes Are Sold Right”’ 





eS 





Classy but not conspicuously so—enough of a smart “touch and go” in 
their lines to make a man feel at his ease in good company. Full dress foot- 


Dress Shoes, Dress Oxfords and Dress Pumps. Foot-form footwear in the 
height of high favor among men and young men who know what’s what. 








In its original sense the word clerk 
signified a learned man; later it denoted 
a man who could read. At present, by 
extension, he has become one who is 


employed in an office or store. 
But many merchants today will ask: 


“Why do you use the word clerk? I 
hate it! My people are more than clerks, 
they are salesmen.” 

Now why has the once dignified title 
“clerk” fallen into disrepute? It is be- 
cause the multiplication of untrained or 


semi-trained clerks has produced an av- 
No. 115, 25c. 

















No. 114, 25c. 


Dance? 


Just a glance—at the dance 
—reveals the smartness of 
style in the slippers she wears. 
And no woman should fear crit- 
icism then. There should be 
elegance, grace and trimness 
in them for one virtue without 
the other two won’t do with 
friend and foe looking on. 
Dainty new models are ready 
here—ready at $5.00 a pair. 


Store Name Here 


“hay Fe 


SHOE STORE 


erage of mediocrity unacceptable to the 











‘live shoe merchant of today. 

Salesmanship is a science today. The 
fellow who says, “I have been selling for 
twenty-five years and know all about 
salesmanship and all that sort of bunk,” 
is dead and don’t know enough to engage 
an undertaker. 

The man who thinks that he can go 
along today doing business in the same 
old way that his ancestors did it, belongs 
in the kindergarten class. 

Why should salespeople be content 
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Mean More Business for You | 


A weekly duty! Order ‘Recorder’ cuts by number, and remit with order. 
This is important and insures prompt delivery. 

Another point: The “‘Recorder’”’ merchandising staff can aid you withlayouts 
and suggestions for special advertising plans. A postage stamp covers the cost. 
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Variety 


in 
Shoe Styles 


By the force of volume and 
variety -alone our shoes for 





women, men, boys, gitls and 
No, 116, 25e. the tots, should serve to supply 
all footwear needs of all fam- 


Shapely! Bertier Eeoen They Fit! / 





No. 117, 25e. 





Our new smart and alto- and Fair Prices. 
ee pa og hee While the material and the. — The fit’s the thing that a 
shoes lend slenderness to the workmanship have, of course, oon Seen tag vo 


foot and: shapeliness to the 


ankle—call the graceful models won a large permanent trade, comfort of body nor peace of 


mind during the business day. 








“appealing” and you express . : variety and price have widened Tins Senden tied Gane tien: te 
. : - com- 
pas |g eer of the idea in a it out surprisingly. This is a plete. But style is a necessary 
Clever, comfortable, clean- Family Shoe Store where Sat- Lanot aa ce ge Balbo 
Sa SS isfactory Service is the first thing of all. $3.50, $5 and $6 
$5, $7.50 and $10—and so thought of all. rll Fit. aried choice in Shoes 
shapeiy! ¥ 
Store Name Here Store Name Here Store Name Here 
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SALESMANSHIP 


with a thimble full of knowledge when a 
carload can be had for the asking? 











ity of the personal advertising of each 





individual salesperson in the store. 


Why be satisfied to tell customers that In its last analysis this selling proposi- 


we “don’t know,” when a slight effort tion sums itself up thus: 
would place us in the position of the The productive or wideawake sales 
learned and win for us the respect of each force is composed only of skilled up-to- 
and every customer who comes our the-second producers who get good pay 
because the firm can afford to give it to 


them—why? Simply because of their 





way. 


Every _ salesperson} is; an {advertising 





representative of the'store. The quality training and ability which permits them 





of the store’s trade is gauged_by;the qual- to earn it. 


No. 118, 25. 


STUDY---WORK ---THINK! 
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In ten years we've sold you over 20,000,000 pairs! 
ea th pe ur orders to advertise to 


the wearer. But now, wi nlarged capacity, we’ Te 
going after the consumer ond ! We're teaching him 


We've too busy wi 


not to ask merely for “rubbers” but to say— 


Goodrich 


“STRAIGHT-LINE” 


RUBBERS 


One of the few unadvertised 
products which by delivering absolutely 
superior quality and maintaining that quality 
has set amon g dealers everywhere a new standard. 

But now—in the Saturday Evening Post and other 
big national publications, women’s magazines, farm 
papers and newspapers all over the country, we’re 
starting to talk “STRAIGHT-LINE” showing the 
wearer how much better service and how much better fit it 
brings—and they’ re coming into your store and demand 
not merely ‘rubbers’ but “STRAIGHT-LINE” 
Rubbers. 

Light weizht, “‘classy’’, snug fitting they wi// outwear two 
pairs of the ordinary run of rubbers! 
Have you ordered your “Hipress” Boots and Shoesyéet? 
This heavy footwear for the farmer, miner, lumberman, etc., 
is the biggest footwear advancement in the century! Molded 
into one solid piece—will outwear others two and three to one. 
Invented and used only by Goodrich. Genuine has the red 


kine ’round the top. 
Get “STRAIGHT-LINE” and “Hipress” orders 
in early. These are the lines that are selling! 


The B. F. Goodrich Co., Akron, Ohio 


Branches and Dealers Everywhere 
Makers of the Celebrated Goodrich Automobile Tires—‘‘Best in 
the Long Run’’ and Everything that’s Best in Rubber 
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The Fitting Unit 
The Features of Equipment Directly Affecting Selling-Efficiency and 


Customer-Comfort Are a Potent Factor in Merchandising 


OME new chairs would be fine, if I could 
afford them,” thought one merchant, “and 
AQ) ought to have a better type of fitting stools. 
My store equipment is not what it ought to 
be, and perhaps next year—.” So ran the 
train of thought as he walked back down the 
aisle to the desk. That was last year. This 
year his name appeared in the ‘Failures’ 
section of “Business Changes.” 

That was his way of getting his name in the paper, and the 
reason for the failure was this: the appearance of the store re- 
flected, not the state of his finances, or the possibilities of his 
market, so much as the spirit of the man. Competition was no 
keener than in a thousand other towns; the market was an 
average one; the merchant knew what he ought to do—but he 
didn’t do it. 





Convenience in Furniture 


The first consideration of modern mer- 
chandising is the convenience of the cus- 
tomer. “‘Once within the store and the sale 
is made” is a good maxim, but not always 
a true one; and why? Of the various rea- 
sons, an important one is the equipment 
of the store. 

First let us consider what the customer 
notes first—appearance. The seats look 
scratched or old, perhaps chipped or scarred 


A Dainty Fitting Unit for Dainty Shoes 















or stained; the upholstering is a bit frayed or sunken; and they may 
look uncomfortable. One handicap. The customer is seated. The 
seat is uncomfortable. Two handicaps. Now with the idea of 
discomfort fixed ia his or her mind, the salesmen does his best. 
But there are people on whom the matter of appearance reacts 
to the prejudice of the shoe, and the feeling of discomfort ex- 
tends to the matter of fitting. If the sale is made it is with a feel- 
ing of prejudice on the customer’s part; it results often in future 
purchases at another store; and if it is not made, as unfortunately 
is quite often the case, the customer’s time and good will, the 
salesman’s time, your money, and a potential profit, have van- 
ished into thin air. 


Profitable Points in Service 


Seating arrangements either get business or lose it. If this 
feature loses only one five dollar sale a 
week, multiply that by fifty-two, subtract 
the cost, and see what percentage the re- 
mainder would be of the cost of a new and 
good piece of equipment. Modern busi- 
ness universally figures new equipment 
profitable if it saves or earns six per cent 
on its cost. 

These things affect largely the particular 
customers; but these are the kind who buy 
the better kinds of footwear and whose 
patronage means profit. Please them, and 
they and their following are yours. If the 
new business attracted by your modern 
equipment ayerages only one five dollar 
sale a week, add the annual total to the 
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Four Styles that 
give an Idea of the 







wide range for 

Selection in this 

Popular Priced Line 
3 of Women’s 
Welts and 
McKays. 





Style No. 819 


Last No. 98, Black Glazed Kid, Full Style No. 835 
Louis Heel. Trim, Conservative and Last No. 96, Black Calf, Rubber Sole, 
Stylish + + 4+. Ball Strap 


* PRICED 
FOR 
VOLUME 
TRADE 





Style No. 892 
Last No. 96, White Canvas Oxford, Kid Trim- 


Geyte Ne. 658 med, Ball Strap and Tip, White Rubber Sole. 


Last No. 102, Patent Leather, White Louis Heel 
and Sole. A dainty model. 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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former annual loss, and then 
decide whether you can afford 
to be without it. © 


Some Interesting Units 


A development of retail shoe 
selling today is the adaptation 
of equipment and methods to 
each kind of footwear. Some 
large stores sell the different 
grades on different floors, with 
differeat and appropriate equip- 
ment on each; others have spe- 
cial'rooms, or sections, such as 
a slipper section, and a typé of 
seating and fitting unit adapted 
to this purpose is illustrated. 
With subdued toned rugs, mahog- 
any or walnut-finished sur- 
roundings, and the seating units 
finished in gold and matching 
in elegance the footwear offer- 
ings, it becomes a fact that, nine 
times in ten, ‘‘once within the 
store and the sale is made.” 

Another unit of reed furniture 
is shown that can be used to 
advantage either throughout the store or in special sections. Such 
units are perhaps best adapted to stores where sufficient floor 
space or a parlor-like arrangement are available, and there can be 
many more such stores than there are if the merchant will study 
the possibilities. ; 

A large leather-upholstered unit is shown that can be used to 
advantage in a special ladies’ corner, supplementing the regular 
equipment. Just such little points of service mean more and 
regular business from ladies who wish to indulge a luxurious taste, 
who almost demand the flattery of extra attention; or perhaps 
who are sensitive about some physical peculiarity, let it be obesity 
or what not. 





Fitting in Comfort 


Clean, Convenient and 
Efficient 


For regular seating equipment 
there are many types on the 
- market, from the old-fashioned 
chairs and benches to the modern 
opera-type seat. A point in 
giving the shoe store a proper 
atmosphere is an absence of 
crowding, and the newer type of 
seat is designed primarily for 
customer-comfort and attrac- 
tive appearance; secondly as a 
space-saving device; and finally 
with a view to the highly im- 
portant matter of cleanliness. 
Two of the principal types of 
chairs of this sort are illus- 
trated, and seats of this general 
character have become standard 
equipment in good stores all 
over the country. 


Saving Salesmen’s Time 


Now consider fitting stools. 
Have you enough to go round 
on a busy day? And if not, how much of your customer’s and 
your salesmen’s time is wasted in digging one up? Or are your 
stools too heavy, or not constructed for convenience in handling? 
Or if there are women selling shoes on the floor, have you provided 
fitting stools for them, or must they straddle and prejudice their 
appearance in the customer’s eyes, or sit uncomfortably sideways 
to the detriment of proper attention and fitting? Look over 
some of the good types of fitting stools shown and consider where 
your own equipment is in need of improvement. 

Equipment means service, and service means business. What 
are you doing about it? 


_ Reaching Out for Business 


Concurrently Reducing Delivery Costs, Improving Efficiency and Getting 
Some High-Grade Publicity, Is a Policy Worth While 


It was the old-time custom in most lines of merchandising to 
take a store on a main thoroughfare, stock it with merchandise of 
one description and another, put up a sign over the front door 
and wait for people to come in, buy, and take away the goods. 














Better Delivery Service 
But times have changed. Every device that contributes to 
business efficiency is today absolutely essential to the conduct 


of large and small businesses and if one can judge by appearances 





—— 








The center stool combines in it a gauge making optional the use of a fitting stick. The other illustrations show methods of combining 


mirrors with the stools. mirrors drop from view when not required 
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This is the place to look 


The trade-mark on a Bull-Dog Sole 
identifies it for the manufacturer 
who appreciates its WORKING 
merits and the consumer who 
appreciates its WEARING merits 


BULI7DOG === SOLES 


MADE BY THE 


BOSTON WOVEN HOSE & RUBBER CO. 


CAMBRIDGE, MASS. 
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“ Hubtip” 


(Trade Mark Reg. U.S. Pat. Off.) 


“No Metal Tip” 


(Trade Mark Reg. ) 


Shoe Laces 


Tips are guaranteed not to rust, pull off, fray out, look tinny, nor catch in the clothing. 
ality, smooth pliable braid. Especially adapted for 


Always look new. 
HUBTIPS are woven of superior 


the new style invisible eyelet shoe through which they slip easily. 


always repeat. Order a cabinet now. 


Women’s ov Men's 37 in. per gro. Strings . 
30 “ 


rs A Assortment 18 


. ey - 


2.15 


Men's 36 “ - - 

Men’s 40 in. per gro. — 
Women’sor “ 45 “ oo 
amanactor sing per gro. Strings 

"So. i be 


3s D Assortment 18 
18 
2.50 ad 
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8 pair 36 in, 


“ 40 “ 


45“ 


54“ 


36 “ 
45“ 


As Near Perfect ‘As Possible to Make | 





owe Cain $2.30 











"04° REG.U.S. PAT. OFF. 


earers of HUBTIPS 


36 Pair 36 i in. 


SAREE let a , per Cabinet $2.25 
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F rank W. Whitcher Co.m 





ANUFACTURER == Boston, Mass. U. S. A. 








Hotel Imperial 


Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block fro 
Pennsylvania Station;'a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 


HEADQUARTERS FOR THE SHOE 
TRADE 


600 rooms single or en suite 
Single Rooms’ $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 

An innovation in one of Broadway’s 

Leading Hotels. 

Write for booklet giving rates and full 
particulars 


WILLARD D. ROCKEFELLER 
Manager 








Trades Journal 


OF LONDON, ENGLAND 
Reaches every week the leading buyers of Boots and Shoes in 


SCOTLAND IRELAND 
NEW ZEALAND 
INDIA 


ENGLAND 
AUSTRALIA 
SOUTH AFRICA 
BRITISH WEST INDIES 
CEYLON BURMA 


STRAITS SETTLEMENTS, ete., ete. 


American shoe manufacturers desiring foreign trade will reeeive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 
Advertising, Subseriptions and Semples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives fer all — 
Foreign Shee Trade Papers 
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Light Weight, Sanitary, Space Saving Equipment Is a Good Investment 


as well as by careful research and survey of mercantile fields, it 
is sufficient to say that no equipment gets greater consideration 
today among retail merchants generally and among shoe mer- 
chants especially than the ways and means of increasing the effi- 
ciency of the store’s delivery service. 

Attention is being turned to self-propelled vehicles which in- 
clude commercial motor ‘cars, and motor cycles with side vans 
attached. These vehicles are becoming the very heart of the mod- 
ern delivery systems. Unlike the vehicles of this type that were 
sold years ago the modern motor vehicle in its mechanical details 
is highly refined and greatly simplified, thus reducing the expense 
of maintenance and the necessity of expert mechanics to secure 
the utmost service from them and greatest returns on the invest- 
ment. 

Good Publicity from Motor Delivery 


Striking instances of how useful a motor cycle with side van- 
attached can be made to a shoe merchant recently came to the 
attention of the “‘Recorder.’’ The enterprising merchant had 
so arranged his carrying van that shoes from his stock could be 
displayed to passersby while the motor cycle was drawn up in 
front of any home to which deliveries of footwear were being 
made. The driver of the vehicle with side van attached was a man 
well acquainted with the stock and was instructed not only to 
talk the shoes shown to the people who had gathered around the 
car, but to take orders for the choice of styles shown. 


The success of such a venture is practically assured at the 
start. It stands to reason that this process of reaching out for 
business must pay. 

What is accomplished in the small store by this means can be 
accomplished in the larger store by similar, but more extensive 
methods. 


Tanning Extracts Made from Hem- 
lock Bark 


Since June 10, 1916, the export of tanning extracts 
from Canada has been forbidden, except to other parts 
of the British Empire. There is, thus far, no limitation 
to the export of hemlock bark and other sources of 
tannin. . 

A prominent Canadian tanning firm furnishes the 
following statement: 

“We know of no firms now buying extracts in Canada, 
Canadian tanners as a rule buying in the United States 
or through American firms. Oak extract is bought di- 
rect from the extract factories in the United States, 
as well as liquid quebracho extract. Solid quebrach 
extract is imported from South America through 
Anierican (importing) firms. These are the principal 


extracts used in Canada which come from the United 
States. Valonea and gambier extracts are bought large- 
ly through European firms.”’ 

It is said that most of the hemlock timber in Canada 
is in Ontario and Quebec. While oak and chestnut are 
occasionally used, hemlock is more plentiful and the 
bark is possibly better adapted for tanning. Hemlock 
bark would probably sell for about $8 per cord, f. o. b., 
at points in this district. 


A Day in Orange Land 


A beautiful and striking display, featuring the gold- 
en fruit of the southwest, was recently installed by the 
Walkover Shoe Co., San Bernardino, Calif. A pink 
silk scarf covered the floor and on this were canvas 
tennis and walking shoes and white satin slippers. 
Little pedestals covered with pink silk held black vel- 
vet shoes for women. A tall pedestal in the center 
held a wide, shallow basket heaped high with oranges 
and lemons, and lower pedestals draped. with orange 
silk scarfs were topped with baskets of pink roses. A 
wicker table in the center was covered with a wildcat 
skin, the head being left on, and this table held an 
ivory electric lamp and a tall slender silver case with 
one large yellow rose. Black velvet and white satin 


dancing pumps were displayed on this table. A low 


table at one side, devoted to a showing of misses’ 
shoes held a rustic basket of maiden hair fern and yel- 
low wild flowers, while scattered amongst the shoes 
‘were fine specimens of oranges, lemons and grape 
fruit. 


Rubber Soles Worn Five Years 


The Canadian Consolidated Rubber Company is 
telling about a pair of rubber soles, sold in 1897 to a 
custom shoemaker in Montreal, which were worn 
“regularly” for five years, and for the past 14 Sum- 
mers used for knockabout wear at a Summer camp up 
in the mountains. The owner intends using them on 
another pair of boots, for he claims they are still good 
enough to give several years’ hard wear, and may doa 
quarter century service. 
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~ Write us about the agency 
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BEACON 
PUBLICIT 


“The eut onthe opposite page 
is similar to one being run in 
ollammalvementiils livers mre tats ie Tear > 
eretten papers — one of ’ the 
reasons why e219 dealers 
have secured the exclusive 
agency for Beacon shoes — 
fative ifeqerave! have level htVeletemektvas 
1o thei business — 


F.M.HOVT 


MANCFIESTER 

















SOLE 
RANNEY'’S SHOE STORE AGENCY 
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NOT AN EXPERIMENT-- 
A SUCCESS PROVEN BY SERVICE 


AERICAN 
feaoe WE LTrnex 


Process patented 


MEN’S SHOES--SNAPPY LASTS--ALL LEATHERS--POPULAR PRICES 
YOUR JOBBER HAS THEM--ASK HIM 


FARMINGTON SHOE MFG. CO., 


ORIGINATORS 


DOVER, N. H. 
BOSTON OFFICE - - 207 ESSEX STREET 





The New Style Arctic Buckle «SURE-LOCK” operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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AZTEC CALF 


Of a Vegetable Tannage 


HIS is the tannage in which time 

plays the important part---the 

chemicals are allowed days and 
See 


days to thoroughly tan and mellow 
the leather. To tan leather right it 
takes time, but the finished product is 
much superior to the other process 
where stronger chemicals are made to 
do the work quicker---but to the detri- 
ment of the leather. 


GALLUN AZTEC CALF has the 
advantage of a careful vegetable tan- 
nage. It is porous and consequently a 
ventilating leather, ideal for summer 
wear. The top surface doesn’t chip but 
resists all abrasions. It holds its color 
and will not fade---it also takes a bril- 
liant polish and holds it. 


These are the facts about AZTEC 


CALF---one of GALLUN’S QUALITY 
LEATHERS. 


It is made in a wide range of weights 
and grades. 


Your shoes will be better shoes if made 
from AZTEC CALF. 
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A. F. GALLUN & SON 


MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East Street, Boston, Mass. 
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C. S. MARSHALL COMPANY 





“Tt takes some heat to melt ice.’’ 
Marshall. 


The Marshall shoe for men is designed 
to start the fire of enthusiasm, and melt 
any prejudice against advancing prices. 


“QUALITY MAINTAINED” 


BROCKTON, MASS. 




















| SERVICE | 














The Norwich Nickel & Brass Co. 
NORWICH, CONN. 


FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 





The House Nee Ss 4 600 Rooms 
of Taylor or 400 Baths 


Hotel Martinique 
Broadway, 32nd St. New York 
125 Pleasant Rooms, with private bath, facing 
large, open court, 

$2.50 PER DAY 


157 Excellent Rooms, with private bath, facing 
street, southern exposure. 








$3.00 PER DAY 








Salesrooms E Also Attractive Rooms from $1.50 
NEW YORK BOSTON = 
712 Broadway 26 Kingston St. = The restaurant prices are most moderate. 
= Equally convenient for amusements, shopping 
= or business. One block from Pennsylvania 
[FINISH __|| ||ADAPTABILITY|| 3 Station 
CTU | 
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NEW IDEA IN 
FLEXIBLES 


The K-B Patent Innersole Does It 


t We 


BENDS WITH FOOT 














Comfortable as a glove without a breaking-in process. 
Extremely Flexible from heel to toe. 
It is a GENUINE GOODYEAR WELT, and the best flexible shoe made. 
Once worn, the wearer is sure to retain a kindly feeling for 


THE SOFT WALK SHOE 


MANUFACTURED FOR THE JOBBING TRADE BY 


KNIPE BROS., INC. 


WARD HILL, MASS, 


W. A. KNIPE, PATENTEE. 














SOFT WALK STYLES NOW SELLING 
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CHAMPION SHOE REPAIR MACHINERY 
OVER . $100,000,000 ‘ent 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There is a reason for it. 


CHAMPION Line of Machines consists __ 
of Straight Needle and Awl, and Curved 
Needle and Awl Stitchers—Repair Out- 
fits and Nailing Machines. 


Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 
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Standard Straight Needle Stitcher Ideal Curved Needle and Awl Stitcher 7 
CHAMPION SHOE MACHINERY CO., Write us for Catalog and Prices a 
Please give me particulars 4 
WBS ciccyinc ct nck loml Siaspaaneederionstinbisiaes same CHAMPION SHOE MACHINERY co. t 
rat apie thin: acd Ss Saar ket iS AIS Kids GAG ro lo ides Bhi ones s 3723 to 3741 Forest Park Blvd. 
Ae ost fad Baba Rea ST. LOUIS, MO. : 
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F DO NOT DELAY F 
One of the first questions asked now-a-days = = 
aa ae ? = NOW is the time to place your order with us for = 
by the best qualified advertising = : 


space buyers is— 


OVERGAITERS 


= Women’s 6 and 9 Buttons. 
Men’s 5, 6, 7, 8 and 10 


“Ts Your Publication 
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Siesta Footwear 


The Boot and Shoe Recorder is the only ance née achin ana smniiaiiniaees 





Buttons. 
a member of the caper 

MELTON 
. BEAVER 
Audit Bureau KERSEY : 
and SPECIAL FABRICS = 
of WILEY; a: = 
: a * 99 = 
Circulations : 
A publication holding membership in the = rt . = 
- ° ° : = * Also Manufacture = 
A. B. C. places its space selling on = Capitol Lambs Wool and Cool Thread Satin = 
a true commodity basis Soles, Leggings, Bed Socks, Puttees 3 
Also = 
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retail shoe trade publication holding ADDRESS | 
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Boulevard Sandal, Cut- 
out Front and Vamp, Cu- 
ban Louis Heel, Great 
White Way Last. 
All Patent Leath- 
er, Dull Kid or 
Gun Metal. 


MAKE YOUR STORE A 
“STYLE HEADQUARTERS!” 


Feature Mitchell-Caunt McKays—show 
your style-demanding trade the very new- 
est novelties in women’s popular-priced 
footwear. 

This splendid line of quick sellers is a sea- 
son ahead in style. Make the M. C. line 
your leader—it will surely double your 
profits! 


“Good Merchandise plus Service equals 
Business Success.” 


Brogue Vamp and Fox 
Polish, Cuban Louis 
Heel, Great WhiteWay 
Last. In all_Jeathers. 


Mitehell-Caunt Co. 


Factory, Lynn, Mass. 
Boston Office, 72 Lincoln St. 







The most widely circulated book ever 
printed for the shoe trade is the 






Shoe and Leather 


Lexicon 


(Copyrighted and All Rights Reserved) 







- Now in its THIRD edition, enlarged and | 







revised, and printed from new type. Two 


big editions went rapidly, and it is still | 






selling fast, for it is a book that every 





seller of shoes will value for reference or } 









extended study. It is a recognized au- 






thority in the trade, because of its de- | 


y pendable accuracy. It is compact, concise, 






i pocket size, not a word wasted. Price, 40 3 





j cents a copy, postpaid, or three copies to 







one address for $1.00. Every member of { 






every sales force ought to have a copy. 


w Send check (or stamps) with order to | 






7 Book Dept., Boot and Shoe Recorder, 







179 South Street, Boston. 





Same style of binding, same price, same f 


useful completeness, our booklet on 





“Shoe Fitting” 






} Mix your order, if desired, part “Shoe | 
| Fitting,”’ part “Lexicon,” at the dollar rate } 





¥ above quoted. 
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Great For Hiking” 


RUBBER KROME soles will delight 
your customers who say Rubber soles 
are too heavy — yet who want resil- 
ience and comfort. 










RUBBER KROME soles are HALF 
THE WEIGHT of ORDINARY 
SOLES and WEAR TWICE AS 
LONG. 







RUBBER KROME soles are also 
EXCEEDINGLY FLEXIBLE and 
RESIST WATER into the bargain. 
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RUBBER KROME soles are PURE 
LEATHER ~—pnot a substitute or 


counterfeit sole. It’s a new sole tan- 
ned a new and better way. 
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Send for a sample block and test it 
yourself. 
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J.W. & A. P. Howard Co., Ltd. 


Corry, Pennsylvania 
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ESSEX SOLES 2 


they never slip - 


THE SOLES THAT GRIP THE PAVEMENT, WET OR DRY. 
THE SOLES THAT MAKE THE SHOES STORMPROOF. 
QUIET, WATERPROOF, NON-CURLING. 

DURABLE LIGHT AND LASTING. 

THE BEST SOLE ON THE MARKET. 

“THEY CERTAINLY DO BEAT LEATHER.” 


ESSEX RUBBER CO.,, Inc. 


Makers of “‘Shed-Wet’’ a better sole than leather; 
also ‘ Fiberized-Rubber”’ Soles for outing shoes. 


TRENTON, N. J. 
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SHOE MACHINERY 


FOR EVERY 
DEPARTMENT 

















GOOD YEAR 
WELT AND TURN 
SYSTEM 


me 





FROM LASTING 
TO FINISHING 











REX 
PULLING OVER 
SYSTEM 

















MODEL-C 
IDEAL CLICKING 
MACHINES 

















RAPID 
STANDARD SCREW 
MACHINES 











DAVEY 
HORN PEGGING 
MACHINES 








Heel Protector Driving, Heel Compressing, Loading and At- 


taching Machines, Heel Trimming, Breasting, Scouring and 
Finishing Machines, Loose Nailing and Slugging Machines, 
Cementing, Buffing and Skiving Machines, Gem Insole Ma- 
chines, Eyeletting Machines, Eyelets, Shanks, Brushes, Etc. 


United Shoe Machinery Co. 


205 Lincoln Street, Boston 
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| Do You 
| Insure Your 


| Work Shoes? 





{ If you don’t, you are taking chances of dissatisfaction. Work shoes get the hardest wear and more is expected 
. from them than with any other class of shoe. 


| The best insurance is “The Tanner’s Own Dressing” sold with each pair. This mixture of pure animal grease re- 
news the greases the tanner put into the leather. It thus keeps the leather soft, greatly increases its wear, and helps 
it shed water and resist barnyard acids. It is a true nourishing grease for the leather fibers. 


| P. & V. Farm Shoe Dressing 


| THE TANNER’S OWN DRESSING 


25c. $2.00 per doz. $22.00 per gross. 
3 Sizes 10c. > eee To ma 
Sample .40 “ “ 4.25 “ 534 


| 
$4.00 order; 1 doz 25c. 2 doz. 10c. 1 doz. sample size 
| Display stand with 2 dozen 10-cent or 1 dozen 25-cent cans 


, Recommended and sold by 
Leading Manufacturers of Heavy Shoes, Shoe Findings and Harness Jobbers 


Pfister & Vogel Leather Co., Milwaukee, Wis. 





These Black Kid Boots 


(LACEOR BUTTON) 


IN STOCK 


Two of the most popular styles 
we have ever placed in stock. 
At $4 they represent values 
that cannot be duplicated. 
Order early to insure delivery. 


AA, 4% to 8 A, 4to8 





BS63.-.--o. setae +: 1:64.00 a. Fees C&D, 2% t07 

eck Glased Kid, Welt, 2-inch Leath- pose. garee ds wee arss* sa ae - $4.00 

171 Last, 9 Mink Ton, wnt "ten, He. Terms 30 days net 2-inch Leather Half Louls Heel, Point 
Toe, No. 171 Last, 9}4-inch Top. 


ROCHESTER,N.Y. — 
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A oe C & R” 
Point Pump 





“C. & R.” Women’s Turn slippers and boots have the 
reputation of being easy sellers. The newest style ten- 
dencies are characteristic features of their construction 
which invariably win favor. If ‘““C. & R.” shoes are sold 
by you, satisfactory returns on your investment will be 
steady and sure. 


CHESLEY &~ KUGG 


Men’s and Women’s Turn Slippers 


HAVERHILL, MASS. 


New York Office: W. B. Wynns Boston Office: 
Marbridge Bidg., 34th and Broadway 89 Bedford Street 
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Jotel la Salle, 


Chicago’s Finest Hotel 


A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points ‘of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or 90 | 
shoes in’ 6{feet of sample space. 


The central location—La Salle at. Madison Street—puts 
you in close touch with the city’s activities. 


RATES 





One Person Per Day 















Seer res 
wo 








ee 


Room with detached bath, $2.00, $2.59 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 


Room with detached bath $3.00, $3.50 and $4.00 
Room with private bath— 
Double room $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 


Two persons ; ‘ . $5.00 to $8.00 
Three persons ; . . 6.00 to 9.00 
Four persons P ‘ . 7.00 to 12.00 


1026 rooms—834 with private bath 


Meg. = Ia. Salle. 


Chicago’s Finest Hotel 





ERNEST J. STEVENS, 


Vice-President and Manager 





| 





\ La Salle at Madison Street 
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Shoe Repairing Pays | 


Retailers , 


Unless your store happens, thru location or other circumstances, to 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 


READ MR. SLOANE’S LETTER 





Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 


Oxford, Ohio, Jan. let, 1916. j 


United Shoe Repairing Machine Co. 
Boston, Mass. 


Gent lemen:— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we | 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year inour 
repair shop 3,203 pairs of shoes, and no job was in 
the house over six hours. Ashoe store today without ~ \ 
a rapid repair shop is not an up-to-date establishment : 
by any means. We have, therefore, the utmost con- | 
fidence in your machine and your business methods, 
and the service that you supply your patrons. ) 


Sincerely yours, \ 
(Signed) A. F. SLOANE 











While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- . 
stantly increasing. The information we have regarding it is yours for 
the asking. 





United Shoe Repairing]Machine Co. 


ALBANY BUILDING, BOSTON 
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Speed- Sp e@ e@ C- Speed 


HE public is constantly demanding better service—which means more speed. 
Everybody’s time is limited—including your customers’. Therefore, those depart- 
ment stores which offer the quickest service (all other things being equal) are the 


ones that get the best following. 


National Cash Register equipment does more to speed up a depart- 
ment store than anything else. It enables you to handle a crowd with 


ease and precision. 

National Cash Registers are easily moved, and they give quick cash 
service wherever they may be placed. 

The National Electrical Credit System is simple, compact and re- 
liable—and gives quick charge service. 


Both are the speediest things known to modern business. 


New Life 


These two systems put new life into a store from the day they are installed. Accuracy is both en- 
couraged and assisted. Savings are effected. Profits increased. | 


Do It Now 


Get on the front line of good service by giving your customers and your clerks the wonderful ad- 
vantages of N.C.R. equipment. 


Drop us a postcard to-day for detailed information 


The National Cash Register Company 


Dayton, Ohio, U. S. A. 
Offices in all the principal cities of the world 
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IN STOCK 


Novelty Fall Boots—Two Tones—Solid Colors 


Send for Full Fall Catalogue and 
October Supplements 


No. B917—Plump Black Vici, White Kid 
Top, Lace, Leather Louis Heel, Welt, A Auburn B922—Gun Metal 8-inch Lace, Imitation 

Last, A tu D ice $4.25 Winged Tip: Welt, Auburn Last. A to D. 
No. B926—Same as 917, Lace, es the new Price $3.25 
12-8 oe Concave +." sit Price $4.25 mer? 
lo. 46—Same as No. in a snappy No. B925—As » ubuck, onl 
McKay, B, C and D widths... .Price $3.25 pa Y= ay talent my a 
No. B921—Patent Colt 8-inch Button, Scal- 


loped Vamp, Wel 
bare Last. A to 


No. B2144—All White Nubuck 8-inch Lace, 


Perforated Leather Louis Heel, Imitation 

Wing Tip, White Sole and Heel, bv gmy 

Perry Last. C to E Widths. Sizes 2% to 
Price $3. 56 


No. B923—As shown in Welt, Imitation 
Straight Tip Price $4.50 
No. B791—All White Dashes, Cloth Lace, 
as B923, White arene Sole and Heel, Plain 
Toe, as above Welt Price $3.00 
No. B791 ready to ship Oct. 20. 


The Westcott Whitmore Co. 


No. B1773—8-inch Gun Metal Lose, Leather 
Louis Heel, Welt, Auburn Last. .Price $3.25 


No. B1775—Same as above in Soo 


ice $3.75 
r 17 B No. B1768—Black Vici Kid¥8-inch Lace, 
No.{B1776—Same as 1775 in —- an ey Heel, Welt. A 40D Widths. 


No. B771—As B1773, tent Calf, Dull 
na . No. B1768}4—Same in Button... Price $3.50 


Syracuse, N. Y. 


Stockers of Women’s Up-to-Date Boots, Evening Slippers and Novelties 
IS YOUR NAME ON OUR MAILING LIST FOR CATALOGUE? 
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Fy GARDNER 


Dace Shoes are in demand be- 

cause the lace shoe fits 
without alteration, conforms to the 
foot and always looks neat. 


With the new style of skirts a high- 
top, well-fitting lace shoe is quite the 
smart thing, but in purchasing your 
shoes be particular to specify Dia- 
mond Brand Fast Color Eyelets. 
They never wear brassy, always look 
new, and the little Diamond raised 
on the surface of each eyelet is a 
guarantee that you have the genuine. 


UnitedFastColorEyeletCo. 
BOSTON 
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FOOT TROUBLES 


AND HOW TO RELIEVE THEM 





Fitting Dr. Scholl’s arch supports so as to obtain the maximum efli- 
ciency from them is an easy matter when the few simple rules are 
followed. Our advertisement of two weeks ago showed how to make 
first adjustment. 


Fitting Dr. Scholl’s Appliances 
—Final Adjustment 


When the first shaping up has been completed 
and the arch support placed against the foot it 
must touch evenly all points of the plantar surface 
of the foot. If the support has not been elevated 
sufficiently, it should be placed back in the arch 
fitter and raised a little more. 


If it has been adjusted too high, or if it is arched 
too high in the first place—place it upon the con- 
forming anvil, as illustrated, and hammer it down 
carefully to the proper elevation. 





Lowering the Elevation of a Dr. Scholl Arch Support When it is finally adjusted to the contour of the 
foot in a state of relaxation, the support should be 


placed in the shoe with the heel part well back. 

Hold the shoe in one hand, toe up, and with the 
other hand upon the support see if it rests evenly in the shoe. If 
it rocks somewhat, place the support in the machine again, and 
adjust the heel part accordingly. 


For a low heel shoe it may be necessary to raise the heel part of the 
metal, as illustrated below. For a high-heel shoe it should be 
turned down so as to ride flat upon the heel seat in the shoe. 


These instructions will enable the shoe fitter to adjust Dr. 
Scholl’s arch supports in all ordinary cases. Detailed directions 
for fitting in special cases will be furnished gladly upon request. 


THE SCHOLL MFG. CO. 


LARGEST MAKERS OF FOOT COMFORT SPECIALTIES 
IN THE WORLD 


213 W. SCHILLER ST., CHICAGO 
NEW YORK TORONTO LONDON, E.C. 





MAKING HEEL ADJUSTMENT 








N.B.—Fitting arch supports is as easy to learn as fitting shoes. 
Readers of ‘‘The Foot Specialist’? learn how by reading its pages: 


This magazine is free upon request. 
1012 
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A Children’s Line 
with an Exclu- 


sive Feature 


Compare the “Shaping Last” System, 
which is the exclusive feature of 
Buster Brown Shaping Last Shoes 
with all other brands of children’s 
shoes—and what is the result? 


All other brands offer just about 
the same line of argument—neces- 
sarily so, because they are all very 
much alike. 


BUT— 


The “Shaping Last’ feature of the 
Buster Brown Line is_ exclusive, 
practical, permanent, and wins last- 
ing trade for the merchant who han- 














dles them. F 133 
¢ “eé ” 
F145—Girls’. White Nubuck Button, You sell a continuous “Last System Biiy a 
pm oe me wey Dg eT that ties the future business to you Bae arming Hock Pirekic Trends te 
Sizes 244 to6...........2.. sight id $2.90 until the child reaches maturity. sole, Welt, Foolshaping Last. E Width, 
Same. D Width. Sizes 114 to2.... 2.60 é Sizes ig EAS * "Sizes 1136 to 2! ee x7 
oe ee ee oe BUSTER BROWN SHAPING LAST Same. E Width. Sizes 834 to 11.. 1.90 
Same. E Width. ‘Sises Sto 8. SHOES are carried in stock, ready to ship. Same. E Width. Sizes5to8..... 1.65 
Spring Heel....... * 2.00 F134—Same sizes and prices in Patent. 
ete cancones E Width. 


New Fall Catalogue now ready. 


WVWs Vos GoungQasnahas. 


Manufacturers 
Ba. BOUTS, ©. Be: bs 
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The phenomenal advances of the last week or two 
are not only fully maintained, but the trend is still 
upward. With the steady demand for nearly every- 
thing in the way of leather, a demand more than 
sufficient to absorb all on hand, a fact which in itself 
justifies the high prices, comes the added factor, the 
shortage of the hide supply both here and abroad, 
which, of course, must be taken into account in mak- 
ing prices of the finished product. Wages also are 
higher, and the trade prophets are saying that the up- 
ward trend of the leather market has hardly begun, 
and that today’s prices, high as they are, will look 
quite reasonably low by the first of next year. 

Of course, the demand has greatly increased, as 
shoe manufacturers rush to market to grab all the 
leather they feel sure they will require. This of itself 
is likely to cause further advances. The discontinu- 
ance of sailings of British-owned, and British-bound 
steamers may tend to release some leather destined 
for export, but such has not been noted up to present 
writing. Great quantities of upper and sole stock 
have been bought within the last 30 days for England 
and Russia, and some amounts for France and Italy. 
If the German submarine activity continues, some of 
this leather may be released, and possibly some al- 
ready brought may be resold, as it probably can be, 


at an advance over the prices paid for it. 


Sole Leather 


The market has duplicated last week’s activity, 
with foreign demand still strong, and domestic call 
more imperative, and while some houses are quoting 
advances over last week’s figures, the probability is 
that little or no sole leather has been sold at higher 
rates than our last week’s quotations. The export call 
is mainly for hemlock and oak, and stocks of the former 
are down to bare floors. No. 1B. A. dry hide hemlock 
is firm on a 40c. basis, with good damaged bringing 
37} to 38c. and poor damaged 35 to 36c. Union sole 
is selling at 65c. for light and medium, and 60 to 62c. 
for heavies. Sole cutters are now charging 2 to 5c. a 
pair over September prices. Oak sole is still selling for 
export, and soles are reported at 4 to 5c. over July 
prices. The best backs sell at 65 to 70c. for light and 
medium, and 62 to 65c. for heavy. Bends are held 
very high with sales of best quality lightweights at 
75c. Belting butts have sold well, lightweights bring- 
ing 78 to 80c., with tendency toward higher figures. 
All kinds of desirable offal sold to bare floors. 


Upper Leather é 
While there has not been quite so heavy a call for 
upper as for sole stock, the demand is still sufficient 
to keep prices firm and advancing. Calf leathers are 
in good call, and desirable lots quickly snapped up. 
Colors are sold ahead, some fancy lines quoted as 
high as 80c. a foot, while white calf has advanced from 


The Leather Market 


i 


50 to 60c. a foot. Black chrome finishes are selling 
as high as 60c., an advance of 4c. the past week. Mat 
calf is quoted as high as 50c. a foot. Side leathers 
have sold well the past week. Black finishes in imi- 
tation of calf range from 40c. downwards, according 
to quality. Mat sides strong at 36c. Some side leathers 
in fancy colors have advanced 5c. a foot. Wax splits 
have sold in hundred ton lots recently, a remarkable 
change from the restricted demand of the first eight 
months of the year. Patent leathers are firm. Colt 
and kid range from 45 to 52c. Patent sides in fairly 
good call. Glazed kid strong, with foreign call un- 
checked. 
Hides 

Hides are stronger than before, and the demand 
far more active. Tanners who refused to buy a couple 
of weeks ago are now quite ready purchasers at fully 
a cent higher than prices quoted at that time. The 
tanners have come to a realization that leather can 
be sold at a profit even at present high hide rates, and 
having proven this to their satisfaction, they are more 
inclined to buy hides, and to run their establishments 
to larger output than at any time the past year. 

New England abattoir steers are firmer with the 
demand sufficient to absorb the entire take-off. Na- 
tive steers are selling at 24c., light cows at 23}c. and 
heavy cows at 23c., while salted steers are quoted at 
21c. and salted cows 22c. No. 1 Ohio buffs are quoted 
at 214 to 223c.; extremes 233 to 24c. Southern coun- 
try hides are higher, 23c. being the latest quotation. 

The Chicago packer hide market continues high and 
active, with transactions large enough to sustain the 
reports that the entire October take-off is already 
contracted for. Heavy native steers are now quoted 
at 27} to 28c.; native cows, all weights 26 to 26}c. 
Heavy Texas steers have sold at 24}c. and are now held 
at 253 to 254c. Lights and extremes quoted at 25}c. 

The Chicago calfskin market continues strong. Best 
packer skins in light supply, and held at 40c.; Chicago 
city skins are firm at 35} to 36c. and outside cities 
344 to 35c. New York city skins quotable at $3.35, 
$3.85 and $4.35. 

Foreign dry hides are firm on a basis of 38c. for No. 1 
B. A.’s. Cordobas 38 to 39c. In wet salted a lively 
business has been done, and the stocks on hand prac- 
tically all sold, and some future delivery orders on 
hand. Frigorifico steers have sold at 283 to 293c., 
mainly for export to Europe. It is reported that the 
South American market is sold ahead up to 1917, 
which accounts for the large sales here for European 
account. 


Chester J. Pike, Jr., formerly right-hand man for 
Manager Porter of the United States Rubber Com- 
pany of New England, has been appointed manager 
of the Springfield Rubber Company. 
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Hazen B. Goodrich & Co. 


STOCK DEPARTMENT 


HIGH GRADE TURNS 
EXCLUSIVELY 


7 WOMEN’S STYLES 


zor Dull Mat 3 strap Beaded . . $3.00 
705 Surpass Kid Mazie Beaded . 3.65 
706 Patent Stripped LXV Pump . 3.00 
7o7 Bronz Kid LXV Pump . . 3.00 
719 Surpass Kid Aurora Beaded . 3.35 
zao Black Satin LXV Pump . . 2.75 
72 White Satin LXV Pump . . 2.75 


AA, A, B, C, D 2 to 8 
Marked French sizes 


a MEN’S STYLES 
for dancing 


and dress occasions 


trade name 


Bal Tabarin 


goo Patent Turned Oxford . $3.05 
gor French Mat Kid Oxford . . 3.95 


A, B, C, D § tol 


If you do not receive our advertising 
matter regularly, send us your name 
for set of Illustrations and descriptions 
of the above styles. These sets will 
soon be off the press and will be sent, 
upon application, in a neat folder de- 
signed for quick and easy reference. 


| HAZEN B. GOODRICH & CO. 
HAVERHILL, 
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SHOE FITTING 


















MANUAL of instruction’ and counsel in 
retail shoe salesmanship, taking up the se- 
lection from stock of shoes best suited to the 

size and conformation of the feet of the customer. 


Included in this book are: 
“The Recorder Fitting School’ entire; The - 
Anatomy of the Foot; Five Fixed Points of 
Shoe Fitting; Fitting Children’s Shoes; The 
Foot and Its Arch; Fitting by the Repair 
Man; A Prize Salesman’s Method. 


UST read jwhat a prominent shoe merchant 
and recognized fitting expert says about 
this book, ““This is the biggest little book I ever 


saw. 





















You can get a faint idea of valuable information 
that this book contains from the table of contents 
printed herewith: 






American Shoe Fittin 

The Structure of the Foot 

The Store’s Fitting Equipment 
The Five Fixed Points of Fitting 
Fit for the Arch 

The “Recorder Fitting School’’ 
No. 1—The All-over Narrow Foot 
No. 2—The Veins of the Foot 
No. 3—The Broad Foot 

No. 4—The Cords on the Top of the Foot 
No. 5—The Ankle Tendons 
No. 6—The Bunion 

No. 7—The Top Muscles 

No. 8—The Ball of the Foot 
No. 9—The High Instep 

No. 10—The Side Muscles 

No. 11-—The Low Instep 

No. 12—Crowded Toes 

No. 13—Broad Heels. 

No. 14—The Heel Tendons 
No. 15—Tender Soles 

No. 16—The Thin Heel 

No. 17—The Great Toe 

No. 18—The Toe Nail 

No. 19—The Instep Cords 

No. 20—The Toe Joints 
Fitting Children’s Shoes 
Fitting Platforms for Children 
Advertising Fitting Facilities 
Ten Rules for Fitting 

For Cool, Clean Summer Shoes 
A Prize Salesman’s Method 
Fitting by the Repair Man 

A Veteran Footologist 




















The price for “Shoe Fitting” is 40 cents a copy— 

3 copies for $1.00. This is only one of the RE- 

CORDER Service helps that merchants have 

m4 so valuable in “Getting More Shoes Sold 
ight.” 








Recorder Service Dept. 
207 SOUTH ST., BOSTON, MASS. 
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This is VAUGHAN’S IVORY SOLE LEATHER treated to render it absolutely water-proof and slip-proof. 
Ideal Soling for fall and winter shoes and especially adapted for storm and skating boots. Edges may be 
stained black or tan or finished natural. Sold in sides, backs, bends and cut soles. 


George C. Vaughan - ~ Peabody, Mass. 


10 Karat Gold Front 
Shoe Buckles 


Plain Polished Yellow Gold Plain Polished Green Gold 
Plain Dull Yellow Gold Plain Dull Green Gold 


The ornamentation may be either Engine Turned, Hand Er 


graved, or Chased, or if you prefer they may be per 


Let us have your inquiries, that we may show 


send you our leaflet 


Harrison Jewelry Company 
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| Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory “‘rust-proof’’ or finished 
fastener. 








Our Fasteners are a Finished Product 
attached by 
The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 


For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 





PU 
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$e Shoe Fitting Mirror — Sib 


On every piece. plece 
that sells shoes 
to your particular customers 





This is the mirror, pronounced by every 
shoe dealer who has used one, as the most 
practical shoe fitting mirror made. 

It shows the shoe to better advantage than 
the horizontal mirror, and brings out clearly 
to your customer all the fine lines of the 
boot, oxford, pump or slipper being fitted. 


Made in oak, any color, or mahogany; or 
made to match your fixtures, without addi- 
tional charge. Made with French beveled 


plate mirror 
$11.0 
STRONG and DURABLE 


We manufacture for the shoe store 


Chairs, Settees, Center Divans, Portable Screens, 
Fitting Stools, Wrapping Tables, Children’s Chairs, 
Statuary, Electric Fixtures 


—Write for Catalog— 


No. 4095—Shoe Store Mirror 
cLiiell THE C. F. STREIT MFG. CO. 
CINCINNATI, OHIO, 











1047 Kenner St. : ‘ : 
On every piece. ON evErY piece. 
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Style Comment 


Big Business a Feature 


Kansas City, Mo.—The boot and shoe 
business at the various retail establish- 
ments in Kansas City has been extremely 
heavy during the past month. The large 
number of visitors that have thronged the 
city during the Southwest Dairy Show, 
G. A. R. encampment, Bankers’ Con- 
vention and the American Royal Live 
Stock Show brought a large and decided 
increase to the individual shoe and boot 
houses. 

Men’s Shoe Styles 


In the men’s departments the goods 
have been moving mainly in the staple 
lines of tans and blacks from four to 
seven dollars, while there seems to be a 
fairly large demand for vamps of blacks 
and tans and colored tops, which em- 
braces most usually grays, creams and 
putty. A great number of the local deal- 
ers have laid in large lines of these shoes 
and are expecting a large Fall and Winter 
sale in them. 


Women’s Shoe Styles 


The women’s shoes have been mainly 
in those of fancy colors, with especial 
emphasis on whites and grays. The 
boots of two-color effects are also ex- 
tremely popular and are being featured 
by almost every establishment. The 
women’s business has been almost en- 
tirely in the boots, shoes being in nearly 
every case either discarded for the boots 
or thought too conservative here. 


Ideas and Methods 


Fashion Show Helps Shoe Sales 


During the Fashion Show at Kansas 
City a number of the men’s clothing es- 
tablishments and a larger number of 
women’s clothing establishments found 
that it was necessary to use shoes and 
slippers in completing their beautiful dis- 
plays, and not having shoe departments of 
their own they had to borrow. And act- 
ing as the lender, the Robinson Shoe 
Company came in for much advertising 
of an excellent character, as all he shops 
that made use of their high priced excel- 
lent quality shoes made use of small cards 
announcing that the shoes were loaned 
by the Robinson Shoe Company. All 
clothing goods houses cannot have shoe 
departments and all shoe stores cannot 
have clothing departments, then why 
should there not be this co-operation 
among the representative dealers of large 
cities, the co-operation certainly makes 
for better business and it is a certainty 
that both the borrower and the lender 
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profited by the above experience in every 
way. 


Men in Shoe Stores 


From Shoes to Motors 


Kansas City, Mo.—Claude Moncesor, 
manager of Fred Carlat’s Louvre Shoe 
Shop, recently announced that his ex- 
pert window trimmer, Frank Clendenen, 
has gone to New York to enter the auto- 
mobile business. During the week of the 
Fashion Show, Mr. Moncesor had a very 
effectively arranged window of boots and 
shoes, and he declares that the business 
during the week was extremely heavy. 


Elwood Benton, Buyer 


Wilmington, Del.—The department 
store of Lippincott & Co., which was seri- 
ously damaged by fire some time ago, 
has been remodelled and reopened. The 
shoe department has been amplified and 





SHORT SOX-—THE LATEST 


Miss Ruth Cotton wearing short silk sox 
on Fifth Avenue. The novelty is one 


more extreme in the short skirt craze 
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a wide range of novelty and exclusive 
styles installed, especially in the women’s 
lines. Elwood Benton, formerly of 
Philadelphia, has been placed in charge 
of the department. 


New Shoe Stores 
Gordon Shoe Co. Opens 


Cincinnati, Ohio.—A new shoe store 
has taken its place in this city under the 
name of the Gordon Shoe Co. with Mr. E. 
H. Ott as its manager. This new con- 
cern is located at 38 East Fourth St. 
Shoes made in Lynn by E. W. Burt & Co., 
which have for the last seven or eight 
years been sold by the Pietzuch Shoe 
Co., will be handled exclusively. 


Lewis & Blanchard Co. Incorporate 


Montpelier, Vt.—Articles of associa- 
tion have been filed with the secretary of 
state by Lewis & Blanchard Co., Inc., of 
Burlington, to retail boots, shoes, rubbers, 
etc. The capital stock is $25,000. The 
incorporators are E. A. Blanchard, Jen- 
nie E. Lewis, and I. A. Lewis, all of 
Burlington. 


Popular Price Men’s Store 


Omaha, Neb.—The Star Shoe Com- 
pany has opened one of Omaha’s most 
unique shoe stores at 1415 Douglas Street. 
This new concern is owned by the Leon 
Bros., who have been in the hat business 
in Omaha for the last several years. 
Popular-priced shoes for men will be sold 
exclusively. 


Newcomer in Business 


Orange, Texas.—A. Usick, a former 
merchant of Smithville, has moved to 
Orange and will establish a shoe store in 
the Custom House building on Front 
Street. 

Union Shoe Store Opens 


Alton, Ill.—W. A. Abdill will open a 
new store here, to be known as the Union 
Shoe Store. E. E. Harris will be the store 
manager. Both men were formerly in 
business in Galveston, but since the last 
tidal wave they decided to locate else- 
where. 


News of Shoe Stores 
Everywhere 


Pyle and Progress Delaware Synonyms 


Wilmington, Del.—Edward W. Pyle is 
president of the Delaware Retail Shoe 
Merchants’ Association. That in itself is 
a title to live up to in progressive mer- 
chandising. 

Now it is announced that the Pyle 
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They speak for themselves. 


GRIFFIN | 
WwW = fy 





Griffin’s White Kidine 
An effective and safe clean- 
ing and whitening fluid 
that cleans all white kid 
and white calf stock. 


Small size, $11.00 Gross 
95c Doz. 


Large size, $18.00 Gross 
$1.60 Doz. 
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Griffin Dressings 


GRIFFIN 










White Powder 


Ror 
CLEANS AND WRITENS 














Griffin White Bag 
Powder 
Probably the most con- 
venient form in which a 
Powder is put up. 
And it works.--Made also in 
Light, Dark and Pearl Grey, 
Brown, Chamois & Fawn. 
$7.00 Gross 65c Doz. 











| BRONZE 
IDRESSING 
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Griffin Shoe Bronze 
Is the Most Natural 


Bronze on the Market. 


Large size, $24.00 Gross 
$2.20 Doz. 

Small size, $18.00 Gross 
$1.60 Doz. 








There is a Dressing for every shoe 











Griffin’s Glazed Kid 
Cream 
In Blue, Black, Light Gray, 
Dark Gray, Brown, Green, - 
Red, White, Ivory, Cham- 
pagne 
CLEANS—COLORS 
POLISHES 
Is to the Leather what 
Cold Cream is to the Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 
$1.40 Doz. 








Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede,*Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


$9.00 Gross 80c Doz. 


A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 34-oz. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 


$17.00 Gross $1.50 Doz. 





Griffin Dull Finish Glycerine 
Paste 

It will not polish, but it gives te 

dull calf and kid shoes and tops 

that clean lustre that you find 

in new leather. 


$8.50 Gross 75e Doz. 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, 


Canadian Shoe Findings and Novelt 
2 Trinity Square, 


NEW YORK 


oronto, Canada 
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Shoe Shop, at No. 619 Market Street, is 
to have 3,000 additional feet of floor 
space in the adjoining building, at No. 
617 Market Street, lately purchased by 
the firm and this in spite of the fact that 
the present store was extensively improved 
and enlarged less than two years ago. The 
alterations now under way will be com- 
pleted about November Ist, and will pro- 
vide for the addition of departments 
which no other shoe store in Delaware 
now has. One of these will be the ortho- 
pedic department, the purpose of which 
will be the treatment of deformed feet 
and to take charge of this department a 
chiropodist will be engaged. This new 
department is to be located on the second 
floor of the addition. The building atNo. 
617 is to be thrown into the present store, 
and this will be done by means of an 
archway between the two. The entrance 
to both buildings will then be through the 
present entrance at No. 619. 


Close Arrangement of Units 


As it happens, the second floor of the 
Pyle store is located midway between 
the second and third floors of the ad- 
joining building. So it will be possible 
to give entrance to the second and third 
floors of the addition by stairways lead- 
ing up to the third and down to the second 
floor of the addition. In this manner the 
departmentalizing of the entire store so 
as to get the closest arrangement of units, 
will be possible. 

That portion of the second floor not de- 
voted to the orthopedic department will 
be given over to the department for chil- 
dren’s shoes and children’s wear of all 
kinds. The children’s or tots-to-teens’ 
shop, as it has come to be known through 
judicious advertising, has grown wonder- 
fully, and, by taking over this other build- 
ing, even better accommodations will be 
provided for the youngsters and their 
parents than before. 


New Office Arrangement 


The offices, under the new arrangement 
will be at the front of the third floor. 
This arrangement, too, will be better, for 
under present conditions of limited floor 
space, the space at the rear of the store, 
devoted to office uses, has been rather 
congested. 

The fourth floor will be the stock room. 
Heretofore a portion of the women’s de- 
partment has been used for this purpose 
and it will now be possible to give much 
more space to this department. Mr. Pyle 
intends to enlarge and improve the 
women’s department after Christmas. By 
that time the addition will have been 
oecupied, 


Rest Room for Employes 


Having acquired this considerable. ad- 
ditional floor space, Mr. Pyle has provided 
not only more comfort for his patrons but 


additional conveniences for the employes. 
At the rear of the fourth floor Mr. Pyle 
has arranged to have a rest and retiring 
room for the employes where they can 
go when not feeling well or to eat their 
lunches when they stay in town. And ad- 
joining this rest room, will also be a roof 
garden for the use of employes during the 
hot Summer months. 


Patrons’ Rest Room 


The additional room will also permit of 
a customers’ rest room on the second floor 
of the present store which will be provided 
with all conveniences for shoppers who 
want to retire from the street for a time 
and for those who wish to meet friends at 
a common point. 

Altogether the new addition has a 
frontage on Market Street of 1314 feet 
and is about 75 feet deep. 


W. G. Brown Sells and Retires 


La Salle, Ill—Welter & Lloyd of 
Streator, Ill., have purchased the local 
shoe business of W. G. Brown. Mr. 
Brown is retiring from the shoe business 
after twenty years of successful opera- 
tion. 

Keely Buys Fegley Stock 


Reading, Pa.—William B. Keely, 
shoe merchant, Philadelphia Avenue and 
Chestnut Street, purchased the stock and 
fixtures of the Fegley shoe store, North 
Reading Avenue. The entire stock has 
been moved to the Keely store. The 
Fegley firm retired. 


Century Shoe Store to Move 


St. Louis, Mo.—The location at 916. 


Olive Street will be occupied by J. A. 
Hutcheson with his Century Shoe Store. 
The Century is moving because of the 
approaching demolition of the building 
which it has occupied, to make way for a 


, new fourteen story building which is to 


be a novelty n construction, being in- 
tended for retail shops on all its floors, 
with window display space fronting on 
the corridors of the various floors. 


Kreisberg Buys Schwartz Business 


Hopkinsville Ky.—J Schwartz, op- 
erator of the Schwartz Shoe Co., on East 
Ninth Street,. has.sold.his. hus ness to 
S. Kreisberg, of Nashville, Tenn., who 
has let contracts for remodeling the store. 
Several new departments are to be added 
for. carrying lines of men’s and women’s 
clothing, and a larger shoe stock will also 
be installed. Edward H. Brown con- 
tinues as head of the shoe department. 


Outcome of Interesting Suit 


Owensboro, K y.—The Selz Royal Shoe 
Co. pleaded guilty to a charge of violat- 
ing the statutes-in failing to use the word 
“incorporated” in its advertising, and was 
fined $100 in the local court, the suit hav- 
ing been filed by the Commonwealth’s 


Attorney, Claude Smith. Four convic- 
tions were obtained, a few cases dismissed, 
and several held over, in a total of sixteen 
cases against Owensboro business houses. 


Buys Interest in Store 


Weatherford, Wyo.—H. E. Dearinger 
has purchased an interest in The Toggery 
Shoe Store of Weatherford, Wyoming. 
This store was established by J. A. 
McDonald about six months ago. 


Goes Out of Business 


Pittsburgh, Kans.—The Williams Shoe 
Store on East Fourth Street, has gone 
out of business. This is understood to 
have been one of a chain of stores oper- 
ated by Messrs. Slack & Williams of 
Chanute, Kans. 


P. G. Reynard Buys Store 


Northfield, Minn.—The Boston Shoe 
Store has been purchased by P. G. Rey- 
nard of this city. 


Discontinuing Men’s Lines 


Fort Wayne, Ind.—Schiefer’s Bootery 
is- discontinuing its men’s lines of shoes 
and in the future will sell ladies’ and chil- 
dren’s shoes exclusively. 

E. J. Perry, one of the partners in the 
firm, and his staff of four salesladies are 
given the credit for designing some of the 
best dréssed shoe windows in Ft. Wayne. 


Rubber Sales Stimulated 
Kansas City, Mo.—The coming of the 
Fall season, espec ally that season when 
the ducks begin to alight upon the nearby 
rivers and lakes, always brings a good de- 


-mand- for rubber boots and shoes. The 


Schmelzer Arms Company of Kansas 
City recently made a very nice display of 
hip rubber boots in one of its display 
windows, while in another, the company 
displayed dancing shoes for the use of 
professional dancers. Going from these 
extremes or rather blending and in close 
harmony with them were displays of golf 
shoes, tennis shoes and all varieties of 
sporting footwear. 


Obituary 


Death of J. H. Ross 


After an illness of nearly two years, 
J. H. Ross, a prominent business man of 
Beaver Falls, died recently at his late 


residence. Mr. Ross suffered a stroke 
Christmas Day, 1914, and from this he 
never recovered. 

Mr. Ross was born at Milton, Arm- 
strong county, Pa., Oct. 28, 1845. He 
had been a resident of Beaver Falls for 
more than 35 years, during which time he 
was engaged in the shoe business. He 
was a member of the firm of Ross & 
Jamison, 1126 Seventh avenue. 

Surviving are three children and a 
brother. 
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“HiTCHYOURWAGON 
To AWINNER” 


Staying power is generally 
one of the prime requisites of 
a winner, and particularly is 
this true of a champion “‘bron- 
cho buster” on the Western 
ranges. Out in Medora, No. 
Dak., in a _ natural arena 
where rocky cliffs-hem in a 
high plateau, the cowboys 
and girls of the Northwest 
hold an annual tournament 
and demonstrate to thousands 
of tenderfoot visitors that the 
spirit and the skill of the Old Frontier have not entirely departed. Fanny 
Sperry Steele, World’s champion bucking horse rider, is our winner this time, 
and she has earned her right to the title. 

Patent Leather wise folks are tying up to the leathers whose record and staying 
power has demonstrated their right to the title of winners 


SterliiiqGolt SterliiqHKid 


Bristol Patent Leather Co.., Boston, Massachusetts 


BN SEG PP. EGA PN LEX ELAR eS 


































ESL 








THE GREAT NATIONAL SHOE WEEKLY 


* Uncle Sam has put his O. K. 


on these shoes! 














The United States patent office 


has granted a patent covering 
our quilted, wool-lined shoes 


This means that we 
have the exclusive 
right to manufacture 
this class of footwear! 





We take this opportunity 
of notifying manufacturers 
and retail merchants that 
Blum Shoe Mfg. Co. now 
have the exclusive right to 
manufacture these quilted 
wool-lined shoes, and that 
embarrassment will be 
avoided by the refusal to 
handle substitutes which 
are an infringement on our 
exclusive rights. 


Blum Shoe Manufactur- 
ing Company is one of 
the largest and oldest 
manufacturers of felt 
shoes and slippers in 
this country. 


INSIDE LINING NATURAL WOOL ¥' 
\ LEATHER SOLE 


Blum Shoe Mfg. Co. 


at Dansville, New York 
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Are you ready to 
supply the demand 


for 


»\ HUB-MARK RUBBERS? 


DO YOU REALIZE that the season for rubbers 
is close at hand? Is your stock in good con- 
dition? Will it meet the requirements of your 
customers? 


If not it is high time to place your orders for HUB-MARK 
rubbers, the satisfactory brand. 


' 


Made by the 
BOSTON RUBBER SHOE COMPANY 
MALDEN, MASS. 
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Boots and Shoes 

The Fall season, right up to this present week, has 
been one of remarkably pleasant and Summer-like 
weather. The first week in September was cold, with 
rain in some sections, but this was too early to start 
the demand for rubber footwear, and the four weeks 
since have been unusually free from heavy precipita- 
tion and low temperature. This has been most ad- 
vantageous to the shoe trade in one way. It has en- 
abled the rubber manufacturers, who were behind 
their schedule of deliveries, to catch up and forward 
goods before the retail shoe merchants had found any 
marked demand for such goods. 

But the general law of averages is likely to work in 
this particular, as in others, and the balmy, sunny 
weather of September and early October is likely to 
be balanced later by more severe meteorological con- 
ditions, both as regard temperature and rainfall or 
snowfall. Last Winter ‘lingered in the lap of Spring,” 
and perhaps Summer took a hint, and followed its 
leader, and in order to last the usual number of weeks, 
gained at the end as much as was lost at the beginning. 

The manufacturers have nearly caught up with their 
orders; and if the real heavy demand holds up a couple 
of weeks more, most of the producers will be in a fair 
way to begin on the orders now coming in from many 
widely separated points east and west. 


Tennis Lines 


The tennis shoe is coming into greater importance 
each year. While it is really a Summer shoe, the de- 
mand is found to extend to earlier and later dates 
each year. And for special uses, there is a call for these 
light, serviceable shoes all the year around. Window 
dressers use them, many people wear them instead of 
house slippers. Mechanics find them light, easy and 
noiseless, and to a certain extent non-conductive of 
electricity, and roofers and builders wear them be- 
cause they give a firmer, non-slippable footing. Then 
they are particularly appropriate for track and gym- 
' nasium wear, and many of the common low-priced 
shoes are bought for athletic games by those who do 
not care to pay the higher prices asked for special 
shoes made for particular sports like basket ball, 
running, etc. 

- Crude Rubber 

While there has been a little more activity in the 
crude rubber market the past week, transactions are 
still quite a little below normal for this time. More 
orders are given for future delivery than for spot, 
though with stocks on hand quite large, and consid- 
erable amounts to arrive, dealers would prefer imme- 
diate delivery orders. Plantations have advanced a 
little since last report. 

We quote: Up river fine, 78c.; islands fine, 70c.; 
up river coarse, 43 to 44c.; islands coarse, 31c.; caucho, 
44c. for upper, 42c. for lower; cameta, 32c.; red massai, 
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53c.; first latex pale crepe, 62}c.; smoked sheets, 61 
to 6lic. 
Scrap Rubber 

The week just closed has been a quiet one in the 
scrap rubber market. This has partly been because 
of the holidays which were observed by many large 
and small handlers of this material. Reports vary 
somewhat. Philadelphia and Buffalo dealers are 
offering $8.60 to $8.75 per hundred pounds, while 
New York’s quotations run from $8.70 to $8.87}, and 
Boston dealers are reported offering from 83 to 9c. 


per'pound. These are dealers’ offers for large lots, 


but as has frequently been explained, collectors cannot 
pay such figures, for they must buy low enough to 
realize a profit at these figures after paying expenses 
of collecting, sorting, packing and forwarding. 


Rubber Notes 


The ‘“‘World’s Rubber Position,” the monthly book- 

let issued by Rickinson of London, in its September 
number gives some interesting estimates that the 
United States will consume 138,000 tons this year, 
and that by 1920, we will need 202,000 tons, or almost 
an exactly equal amount of the total production of 
this year. This country consumes one-half or more of 
the world’s production, and the estimate is that by 
1920, besides Brazilian and other wild product, planta- 
tions will yield from 259,776 tons (estimated on 325 
pounds to the acre) to 428,820 tons on the basis of 
600 pounds to the acre. 
‘ Over a billion dollars’ worth of rubber has, accord- 
ing to a compilation by the foreign trade department 
of the National City Bank, been brought into the 
United States since 1900, and over a half billion dollars 
worth of it in the last six years. The imports of the 
fiscal year just ended exceed 150 million dollars in 
value, and amount in quantity to 260 million pounds, 
against a former high record of 172 millions in 1915 and 
132 million pounds in 1914. Rubber imports into the 
United States never reached as much as 100 million 
pounds in any single year prior to 1910, when they 
were 101 millions; in 1913, 113 millions; 1915, 172 
millions, and in 1916, 260 millions. 

The most successful sales conference in the history 
of The Goodyear Tire & Rubber Company was held 
last week, when the district and branch managers 
from all over the country assembled at Akron, as the 
Company’s guests, to discuss Goodyear policies and 
prospects for 1917. The wonderful record for the 
present year was reviewed and plans formulated for the 
reaping of Goodyear’s share of the 1917 harvest. Sales 
so far in 1916 are more than $50,000,000, and the year’s 
business is expected to reach a total of $62,000,000. 
The year’s product of Neolin soles is expected to reach 
25,000,000 pairs. The factory has been running the 
entire year, 24 hours a day, to keep production in line 
with sales. 
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CRUMBS OF COMFORT 


(REG. U.S. PAT. OFF.) 


SHOES FOR WOMEN 


IN 
STOCK 


Although the demand for 
Crumbs of Comfort Shoes 
has been unprecedented, 
we are keeping pace with 
it. 


CUDUGEOEUCOOEOUGGGGQCCECOCREGUCOEUGUDEOOCERSQOQUCRUOCUOUGUGROCRONRRNCCRCEOER 





Made in Turns—Davis 
Stock W200 New Process McKays ‘and Stock W272 
Wos. Kid Polish, Kid Tip, Rubber Heel, Welts. Wos. Kid Blu. Oxford, Kid Tip, Rub- 
SRS Seen ee ber Heel, Cushion Innersole, Turn. 


A. H. Berry Shoe Co. Portland, Maine 


428-430 ALBANY BUILDING, BOSTON 
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APPELBEE & NEUMAN 


23-25 GREENE STREET, NEW YORK 
wees Originators and Manufacturers of 


FANCY SHOE BUTTONS 


YOU SEE THEM EVERYWHERE 


Pearl, Ivory, Pearlustre, Inlays, Etc. 
New York, U. S. A. ° ° . ° . . - Manilla, Philippine Islands = 
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COULTER, i r. 


ik Holders 


A practical device for holding the shoe 
when being cleaned and polished 

Has changeable lasts for men’s and women’s shoes. 
Made with detachable wall bracket, so that the holder 
can be removed when not in use. 

Useful alike to those who dress their own shoes or 
have others attend to itfor them. For high and low 
pn and for dressing applied by brush, sponge or 

oth. 







In the heart of the Shoe and Leather trades 


gderwick Hotel 


St.Louis 


FIFTEENTH AND LOCUST STS 


Retails for $1.00 and upwards 
Write for Booklet and Prices 
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Ghe test says BEST 


| Dy thw: le) rom (Cossstsvemerey (er 


Have survived every test for quality, appearance and WEAR. 


A nationally-advertised product, 2244%m% SOLES have backed up every statement mad 


n their favor 


xe SOLES stitch closely, trim smoothly, and give long-time, absolute satisfaction 


SOLES are totally unaffected by extrem« 


of summer they keep out the heat—on the icy walks of winter they 


weather conditions —on the blistering 


ire Warm, 
1 comfort 
SLIPKNOT RUBBER HEELS keep step with DUR 
ABLE KOMPO SOLES in comfort and wearing 
qualities. Manufacturers should send for samples and 


prices; the retail buyers of shoes should specify them. 


Manufactured and Guaranteed by th 


PLYMOUTH RUBBER GO. CAN'TON, MASS. 
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Here are the demanded Fall boots on which you can 
secure a splendid margin of profit 


IN STOCK for IMMEDIATE DELIVERY 








B983 $4.50 R974 $4.75 B978 $3.60 

8-inch Polish Boot, Gray Color No. 42 Top. White Washable Kid 8-inch Polish Boot, Our Latest High-Cut Polish Boot, made from 

French American Kid Vamp, Light W Light Wel. Sole, One-Half Louis XV Cov- high-grade French American Kid over our 

Sole, Blue ay Heel. Widths AA, 4 to 7: ered Heel. Reai class to this boot for early New No. 103 Last, Turn Sole and New 

A to D, 2% to Spring wear. AA, 4 to 7; A to D, 2% to7. See > ryrantn Louis Heel. Widths AA to 
. Size to 7 





$3. ann ccs cndsnssienccesqucons Price $3.75 
Gun} Metal Polish Boot, 8 inches high, Per- Gun Metal Walking Boot, 8 inches high, Per- 
forated Vamp. imate Tip, Medium on forated Vam Imitation Facing and Tip, 
Sole, High, Cuban Heel, Iris Last. A Medium Welt Sole, Cuban Heel, Our New ow English 
2% to 104 Last. AA to D, 2% to 7.j to 8: A to D, 2% to 8. 


SEND FOR CATALOG SHOWING OTHER POPULAR STOCK BOOTS 


MOORE-SHAFER SHOE MFG. CO. 


NEW YORK OFFICE: 1328 BROADWAY (425 Marbridge Bldg.), JACK JESTER, Rep. 
BROCKPORT, N. ¥. 
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MARKETS -- STYLE DEVELOPMENTS --- NEWS 


ST. LOUIS 


Advance Spring Orders Heavy 


Operation on advance goods for early Spring delivery is getting 
into swing and with one house reporting its advance orders for 
Spring as a million and a half ahead of the same date last year 
as an example it is easy to understand how the treading of Spring 
manufacture on the heels of current season fill-in business is 
putting a serious problem up to the manufacturers, both as to 
factory operation and supplies of leather whose prices are com- 
plicating the matter of replacement prices on goods on which re- 
orders: are coming in. 

The rush of fill-in orders is en- 
couraging sales departments in the 
belief that merchants have not 
bought more for Fall and Winter 
than they can take care of, but as a 
matter of precaution some houses 
are already utilizing diplomatic 
means to notify customers that due 
dates will be regarded as fixed and 
that failure to pay promptly will only 
lead to the drawing of sight drafts. 
A very large proportion of the pur- 
chases fall due for payment between 
November Ist and 20th, and that 
period, with its developments, will 
be particularly interesting to watch 
with especial relation to its bearing 
on the fears of some wholesale in- 
terests. 


More September Reports 


That the gains in business are not 
confined to the shoe business, as 
shown in the monthly reports sum- 
marized in these columns as they 
are issued, one of the largest whole- 
sale dry goods concerns in the St. 
Louis market, the Rice-Stix Dry 
Goods Company, reported this week 
an increase for the first ten months 
of the calendar year of $4,850,000 
over the best previous year, with 
September showing a 20 per cent 
gain over last year in the same 
month. Additional reports from 
the shoe houses whose reports had 
not been made up at the time of the last report from this 
center show that the Hamilton-Brown Shoe Company is operat- 
ing at a rate in excess of $12,000,000 for the calendar year and 
with little doubt of passing that mark for the year 1916. The 
Brown Shoe Company reports a gain for September over the 
same month in 1915 of $241,000. The McElroy-Sloan Shoe Com- 
pany’s gain was $32,582.12 with a record behind that month of a 
continuous series of monthly gains since January 1, 1915. All 
the other houses on the avenue reported a similar state of affairs 
with the orders from the salesmen now in the field keeping up 
to the past records. 


Winter sport footwear. 


Opinions on the Market 


The heads of all the large shoe houses of St. Louis are firm in 
the belief that the good business prevailing will keep up for a 
considerable period to come. President A. C. Brown of the 


Meeting the Sport Demand 


Style is the natural complement to practicability in 

Look for it as a sales-builder, 

and don’t overlook white as a feature likely to be 
popular wherever it can be used 


Hamilton-Brown Shoe Company said that: his’company had had 
a gain of $150,000 for September and that a very good general 
demand continued in all the territory served by the house. 
Heavy orders are also coming in, he reports, from Canada, 
Russia, Cuba, Central America and South America, while col- 
lections are at the present time 50 per cent ahead of this time last 
year, and at that time the collections were good. He looks for 
still higher prices. 

Treasurer David C. Biggs of the International Shoe Company 
reported during the week the indications most promising for the 
remainder of the Fall and Winter, with Spring orders far ahead 
of all preceding records. He too reported collections never better. 

President George Warren Brown, 
of the Brown Shoe Company, said 
that he found the shoe market very 
strong, and expressed the conviction 
that prices would have to be ad- 
vanced as a result of the rapidly, ad- 
vancing cost of raw material. 


Home from Vacations 


Quite a number of members of the 
shoe and leather trade who have 
been on buying and vacation trips 
have returned to the city during 
the past two weeks. Among them 
are George M. Shanklin, upper 
leather buyer for the Brown Shoe 
Company, who had been in Colorado 
with his wife, A. G. McGaghey, of 
the same house, who made an auto- 
mobile and buying trip to the East- 
ern centers with his son; W. K. 
Benchley, of the textile department 
of the International Shoe Company, 
who combined business and pleasure 
in a three weeks’ trip to the East, 
and J. T. Johnston of the Hamilton- 
Brown American Lady plant and G. 
W. Julow of the same concern’s 
Sunlight plant, both of whom have 
been in the East on buying trips. 
Others who have been away are W. 
W. Bergman, buyer of fabrics for 
the Brown Shoe Company and C. J. 
Ross, superintendent of the Hamil- 
ton-Brown Company’s American 
Gentleman plant. 


Ready for Full Scale Operations 


The shoe factory of A. Priesmeyer & Company, Jefferson City, 
Mo., which has been closed down for its seasonal stock taking 
and equipment overhauling, is ready for operations in full scale. 
The closing down was done by departments in order that the 
output of the plant might be interfered with as little as possible. 


CINCINNATI 


Plans for McDonald & Kiley Factory 


The failure of the McDonald & Kiley Company reduces the 
list of manufacturers in this market by one. However, the fac- 
tory and its equipment for producing men’s fine shoes will not 
long stay idle, for already negotiations are under way for this 
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plant to be taken over by a local concern. It is expected that 
the new operators of this plant will be making shoes there before 
the first of the year. The new operators were on the lookout for 
additional output capacity, being in need of additional room. 
The withdrawal of the McDonald & Kiley Company from busi- 
ness makes available a completely equipped shoe plant. 


Moving Holters’ Equipment 


. The Holters Shoe Company is moving its equipment from the 
Sycamore Street factory to that of the Spring Grove Avenue 
factory, heretofore occupied by the Miller Shoe Co. As a result 
of the recent merger both companies will operate under the roof 
of the Spring Grove factory, which is the larger of the two. 


H. & S. Pogue Opening 


' The New H. & S. Pogue Company’s shoe department had its 
formal opening on Monday, October 2d, at which time the 
“‘new”’ store was dedicated by Mayor Puchta. 

After the planning and remodeling of over a year and a half 
this department has been made one of the very best, from the 
standpoint of selling efficiency per square foot, that can be found 
in America. The ladies’ section on the main floor has a floor 
space of 5,000 square feet. It has a seating capacity of 150. 

» The fixtures are all of mahogany. Large roomy individual 
chairs are. used instead of settees. The thirty electric lighted 
display cases play their part in making this department attrac- 
tive. Thé stock cabinets, which are also of mahogany, are so 
arranged that the end of each is covered by a display case. 

* The men’s department occupies a section of the ‘“‘Men’s Shop,”’ 
which is exclusive from the other part of the store, and has an 
entrance on Fourth Street. It has a seating capacity of 50. 


A Pacific Coast Visitor 


' John E. Williams, vice-president and general manager of the 
Excelsior Shoe Co. of Portsmouth, Ohio, is a prominent member 
of the shoe trade to visit the Pacific Coast this month. Mr. 
Williams is reported as being there primarily on pleasure, yet in 
the course of his stay in San Francisco he has found time to call 
on a number of the local fraternity. 


Personal Notes 


H. M. Lape, sales manager of the Julian Kokenge Company, 
is headed for his territory, which is Oklahoma and Kansas. \On 
his way out he stopped at Columbus, Ohio, and Indianapolis, 
Ind. 

W. T. Dickinson, salesmanager of the P. Sullivan Shoe Mfg. 
Co., returned on Friday of last week from a selling trip to 
Detroit, Mich. 

““Mal” Chisholm, buyer and manager of The Chisholm Boot 
Shops, Cleveland, Ohio, and J. E. Wilson, buyer and manager of 
The Walk-over Boot Shop, Detroit, Mich., were visitors and 
buyers of shoes in the Cincinnati Market last week. 

Mr. Edgar K. Woodrow, manager of sales and advertising of 
the Krohn-Fechheimer Co. has recently been elected the presi- 
dent of the Shoe and Leather Club of Cincinnati. He succeeds 
Thos. H. Graydon, resigned, president of the McDonald-Kiley 
Company, whose failure was announced in the ‘“‘Recorder”’ last 


LYNN 


Great Gain in Women’s Trade 


The gain in the volume of women’s shoe trade this year of 
1916 is probably the greatest in history. Lynn manufacturers 
are these days making McKay shoes that retail at $5 a pair, and 
welt shoes that retail at $6, $7 and $8 a pair. Incidentally, have 


made more shoes this year than in any former year. Production 
has run‘up above 100,000 pairs daily. 


Best Sellers of Lynn Stores 


Dress Up Week in Lynn brought fine weather, large sales, 
satisfied customers, and everybody happy. 

Leading merchants featured shoes as follows: Chocolate brown 
boot, a leader, eight inches, lace tops, covered high Louis heel, 
$6.50. Plain black velour calf lace boot, of same style as the 
first, and leading boot, $4.50. Gun metal lace boot, for smart 
young miss, with very low broad heel, and pointed toe, $4.50. 
Tan Russia calf boot, eight inch, high Louis heel, $6.50. French 
kid lace boot, eight inch, plain toe, high heel, $6. French kid 
button boot, eight inch, plain toe, Louis heel, very dressy, $6. 
Patent coltskin boot, with cloth top, plain toe, French heel, $5. 
Gun metal button boot, cloth top, 34 foxing, Louis heel, $5. 
Genuine buckskin pump, colonial style, $6.50. Vici kid boot, 
black vamp and gray top, lace, eight inches, turn made, on Du 
Barry last, $7. Vici kid boot, black vamp, white kid top, lace, 
made over Lucille last, $7. 

In slippers: Patent leather opera pump, high heel, pointed 
toe, $5. Black kid ballet slippers, for women, misses and children, 
$1.75. White kid ballet slippers, $2.50. 


Improvements in Shoemaking 


An operator of a pulling over machine in a Salem factory, 
making boys’ school shoes, does from 1000 to 1300 pairs of 
shoes a day. A year ago, he did from 600 to 800 pairs. 

The increase in his production has been brought about by im- 
provements in the pulling over machine; also by factory plan- 
ning. In improving the pulling over machine, the United Shoe 
Machinery Company has spent $1,000,000. The factory plan- 
ning, in this particular case, was by Mr. Gillespie, engineer for 
the United Shoe Machinery Co. 


Sale of Factory 


The Friedman factory, a four-story brick factory on Endicott 
Street, Salem, was sold Saturday morning, at auction, for $31,600. 
Phil L. McMahon, a Boston lawyer, was purchaser. 

The three upper floors of the factory are occupied by Naum- 
keag Shoe Stock Co., and Naumkeag Shoe Co. The lower floor 
is occupied by American Express Co. 

The factory was built two years ago. 
manufacturing space. 


It has 22,000 feet of 


Will Milliners Sell Shoes? 


“Take it from me,” said a Lynn shoe man, just home from the 
big city circuit, ‘“‘many milliners will be selling millinery shoes 
by next Easter time. 

“The way in which women are saving money on hats is driv- 
ing many milliners towards the poor house; and the way in which 
women are spending money for many shoes is driving many shoe 
merchants towards the bank. 

“Tt’s a lost cause that the milliners are following, when they 
stick to hats. So I predict that some of them will come back 
strong by selling millinery shoes. 

“And when you come to think of it, aren’t they just the people 
to choose the colors, and styles, and to fix the prices, for millinery 
shoes.” 

The Gripperdilcus 


E. W. Burt has captured a gripperdilcus, and has had it 
mounted on the roof of one of his factories at Grippertown. 

The gripperdilcus is a monster, being almost as long and as 
high as a freight car. It looks like a kangaroo. 

Mr. Burt says that it was the original Groundgripper, and 
that it flourished in prehistoric times. 
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PHILADELPHIA 


Official Report on Shoes and Leather 


The Federal Reserve Agent for the Philadelphia district’ has 
recently sent out a number of inquiries to large concerns as to 
industrial and business conditions in various lines of endeavor. 
In response to these, fifteen replies were received from concerns 
engaged in the leather, glazed kid, and shoe industries. Of these, 
fourteen declared that there had been no let-up in trade, while 
one takes an opposite view of the current situation. In like man- 
ner, eight say that the ending of the war will not curtail their 
business, seven believing that the reverse of this will hold true. 
As to the outlook for the future, three say “‘Excellent’’; three, 
“‘Good”’; four “Fair”, and a like number, “Uncertain,” none be- 
lieving it poor. 

The approximate percentage of increasein the cost of pro- 
duction during the past year, with respect to wages, is given as 
forty-eight, while in materials this increase is seventy-three per 
cent. Eight say that profits have increased proportionately 
with costs of production during the past year, while six take 
a negative view. Four replies were received in the affirmative, 
and eleven in the negative in response to the query as to whether, 
with the present high wages and better working conditions, labor 
is as efficient as a year ago. None of those replying are develop- 
ing new products to meet after-war competition by foreign 
manufacturers in this or foreign markets. Seven of the concerns 
replying state that within the last two years improvements to 
their property or replacements of equipment, which under nor- 
mal conditions would have been made, have been deferred. 
Eight others answer this query in the negative. 


Shoe Man Married 

Paul R. Chandler who is associated with the W. T. Holmes 
Shoe Co., of this city and is the son of the prominent Vineland 
manufacturer, was married on September 26th to Miss Frances 
Friel of Catlettsburg, Ky. The wedding took place at the home of 
the bride and was followed by a two week’s wedding trip through 
the Shenandoah Valley of Virginia. 

Mr. Chandler will make his home at Ardmore where he is 
within easy reach of the business house. 


BROCKTON 


Foreigners Absorb Much Leather 

A member of a Boston leather house, who was in Brockton 
on business a few days ago, had this to say in reference to the 
foreign demand for leather at Boston leather stores: “At the 
present time there are in the Boston market on business connected 
with the buying of upper and sole leather, representatives of no 
less than a dozen different European and South American coun- 
tries. Among these I can mention England, France, Russia, 
Italy, Norway and Sweden, Spain, Portugal, Brazil, Argentina 
and Chile. These buyers are taking all the stock they can ob- 
tain at top notch prices. This large foreign demand, together 
with active buying on the part of shoe manufacturers all over 
the United States and coupled with the’scarcity of raw material 
furnishes good and substantial reasons for the present high 
prices of leather.” 

Wanted to Spend a Million 

A recent visitor in this city was an Englishman representing 
a shoe manufacturing syndicate operating some 200 stores in 
England. This buyer came to the United States with the in- 
tention of placing orders for shoes aggregating a million dollars 
or more. His visit to Brockton was for the purpose of placing 
orders for men’s goods precisely like samples he brought. 


Conditions Couldn’t Be Met 


The buyer’s visits to Brockton factories were not productive 
of any great amount of orders. The difficulty seemed to be, as 


reported by local manufacturers, that the samples which this 
buyer submitted could not be duplicated at anywhere near his 
price limit. He wanted a man’s solid shoe of the best upper and 
bottom stock for $2.40 to $2.50 a pair. Under present market 
conditions “‘there ain’t no such animal.” The English govern- 
ment having commandeered all the shoe factories in England for 
the production of army shdes and also all the available supply 
of leather for the same purpose, this buyer was compelled to turn 
to the United States for civilian shoes. 


Manufacturers Need Their Leather 

Brockton manufacturers, however, are paying such high prices 
for upper and sole leather, entirely by reason of the war conditions 
abroad, that they are having their own troubles in securing ma- 
terials at prices which enable them to make a profit and at the 
same time satisfy their customers. For these reasons there will 
not be many shoes made in Brockton for the English syndicate 
represented by this buyer. His visit is chiefly interesting as 
illustrating the extraordinary conditions prevailing in the pro- 
duction of shoes, not only in England but the United States) as 
well. / 

High Prices Don’t Hinder Sales 

A rather unexpected development of the trade -situation in 
Brockton, as regards the sales for the coming season, is that mer- 
chants are buying freely from the highest priced samples. Not 
only is this true, but fully two-thirds of the orders which are 
being placed with salesmen are for deliveries before January Ist. 
This indicates unmistakably that dealers are in need of shoes 
for the present season, that they expect to have good sales of the 
best grades and have little hesitation in paying top prices; 
figures which represent almost unheard of quotations. 


New Record for In Stock Prices 


For instance, stock departments of Brockton factories are this 
season carrying styles for immediate delivery at the highest 
wholesale prices ever quoted; goods which a year or two ago they 
would not have dreamed of carrying in stock. One house here, which 
maintains a large in stock department, added to its Fall and 
Winter stock this season, a man’s brown cordovan bal at a whole- 
sale price of $5.25. Never before had this factory stocked a shoe 
to wholesale at even as high a figure as $4 pair. Yet this $5.25 
shoe is being ordered to an extent which is surprising to the man- 
ufacturer and to all connected with the stock department. 


Profit Making for Merchants 

The retail price of this shoe can be figured at not less than $8 
a pair, which is going some for made-in-Brockton shoes at the 
present time. Other and similar incidents might be quoted as 
proving what has previously been stated here: that a large num- 
ber of merchants throughout the country are educating the con- 
sumer to the necessity of paying higher prices for his shoes. 
They are buying these high-priced goods and putting them on the 
feet of the consumer with resultant satisfaction to the buyer and 
additional profit to themselves. This is along the right line of 
merchandising as a policy not only for the present but the future. 


HAVERHILL 


Searcity of Fancy Leathers 
The demand by wholesale and retail merchants for women’s 
kid boots and shoes in fancy colors has created an unprecedented 
situation in the Haverhill manufacturing trade. Kid leathers 
in white, brown, ivory, gray and other shades have not only 
reached hitherto unheard of heights as regards prices, but are 
as scarce as the proverbial hens’ teeth. 


Kidskins at a Premium 
Shoe buyers are ready and willing to pay almost any price, 


provided they can gét early deliveries of goods. Manufacturers; é | 


are willing to make such deliveries, provided that they can“ab-~" 
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Gun Metal Bal Club Last 
Number 130R $3.85 


Sizes AA, 7 to 11; A and B, 6 to 11, 
C and D, 5 to 1l 


Same shoe in Mahogany Russia Calf 


Number 131R $4.00 


of the Just Wright “custom 

tailored look.” 
In leather texture and pattern it has 
that distinctive look that always char- 
acterizes merchandise of the better 
grade—in fact, the Club is typically 
“Just Wright” and you may buy it 
from stock. 


N.B. Notice the new number listed In-Stock— 
Number 120R, Brown Cordovan Bal. 
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118R—Cocoa Brown Calf Bal. Myopia $4.50 
116R—Mahgny. Rus. Cf. Col. 


Bal. = 4.50 
117R—Gun Met. Col. Bal. ie 4.35 
131R—Mahgny Rus. Calf Bal. Club 4.00 
130R—Gun Metal Bal. ci 3.85 
144R—Dark Nut Brown Bal. 

Neolin Sole and Heel ad 3.50 
143R—Gun Metal Bal., Neolin 

Sole and Heel gtey 3.50 
507R—Mahogany Tan Bal. Uncle Sam _ 3.75 
508R—Gun Metal Bal. sae 3.50 
142R—Dark Brown Bal. Nifty 3.50 
135R—Gun Metal Bal. Ky 3.50 
165R—Gun Metal Bal. Plaza 3.25 
151R—Pat. Kid Dancing Tie Pump 3.35 


137R—Gun Metal Bal., Cust. Arch Pres. 4.50 


145R—Black Kid Custom Blu., Wide Arch 
Pres. 4.50 


149R—Black Kid Blu. Cush. 
Sole Hobo 3.85 


147R—Black Kid Blucher Cornacure 3.50 
155R—Gun Metal Button Jim Dumps 3.50 


157R—Gun Metal Blucher “ 3.50 
125R—Gun Metal Blucher Blazer “ 3.00 
127R—Gun Metal Button is 3.00 
107R—Nut Brown Button Goinsum 3.35 
108R—Gun Metal Button ve 3.35 
109R—Gun Metal Blucher 3.35 
167R—Gun Metal Blucher, Half 

Double Sole " 3.50 





120R— —Brown Cordovan Bal. Madza 5.50 
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tain sufficient stock from which’ to fill these orders. They are 
besieging the Boston stores and even visiting the tanneries of kid 
manufacturers in their efforts to secure supplies of upper stock. 
It is not 'a question of price, but of supplies. et 


Parceling Out the Stocks 5 


The kid manufacturers declare that they are doing their best 
in filling orders but are themselves handicapped by lack of raw 
materials. With all their customers clamoring for goods, the 
kidskin tanners are parceling out their stocks with the idea of 
supplying as many factories as possible. In other words, they 
are dividing up their orders so as to give each shoe manufacturer 
a part of his needed supply. This, the tanners claim, is fair all 


around. 
The High Costs of Material 


Nevertheless the supply is small and the demand is great, 
which naturally sends up prices all along the line. For instance, 
one manufacturer was speaking of the cost of fine kid stock going 
into a woman’s eight-inch boot, at the present time. This he 
figured at from $3 to $3.45 a pair for the kid alone before a knife 
was put into the stock or any other materials used. When to 
this is added the cost of linings, labor, sole leather, etc., the 
Haverhill-made kid boot retailing at $10 is no dream. 


Cut Sole Concern in New Building 


Charles L. Stevens, who has been for several years identified 
with the production of cut soles, in this city, has removed from 
his location in the Merrimack Associate’s building on Locust 
Street to the new A. J. Tilton Building on Essex Street. In this 
modern structure Mr. Stevens occupies the entire street floor, 
giving him one of the best arranged and most commodious plants 
of its kind in the United States. 


Entire First Floor Occupied 


“Foundation Soles,’ which is the trade marked title of Mr. 
Stevens’s production, are cut from union leather for women’s, 
misses’ and children’s shoes. The floor is divided in half length- 
wise of the building. The side leather is received and piled in 
one half, while the cutting and sorting is done on the other half 
of the floor. With 380 feet in length and 50 feet in width, this 
space being four times that available in the former quarters, Mr. 
Stevens has ample room in which to expand his business. 


Large Daily Capacity 


The soles produced in the Stevens plant are sold principally 
by Mr. Stevens, not only in Haverhill, but in shoe manufactur- 
ing centers in all parts of the United States. In the new plant, 
from 3,000 to 4,000 sides of leather can be cut and sorted daily. 
In the sorting department there are two systems, each of which 
has its own advantages as regards selections of soles. 


Mexico Puts High Duty on Shoes 


A representative of the Mexican shoe trade, who is located in 
Vera Cruz, was recently in Haverhill. He is authority for the 
statement that the present Mexican government has placed a 
duty on shoes which makes a new high record. The new duty 
is $1.75 gold, a pair, on all shoes brought into Mexico, regardless 
of size or quality. The former duty was 60 cents a pair. This, 
of course, shuts out all the cheaper grades and makes a tremen- 
dous increase in the cost to the consumer of all footwear brought 
into Mexico. 

Haverhill’s Footwear in Mexico 


This Mexican states that Vera Cruz, formerly a city of about 
40,000 population, has now three times that number of people. 
He attributes this to the fact that Vera Cruz is on the coast and 
is a convenient place from which people can make a quick “get- 
away” from Mexico, if circumstances require. Haverhill shoe 
manufacturers have in the past sold a considerable amount of 
shoes in Mexican territory. While this business has heen much 
curtailed through conditions which prevailed in Mexico during 


the past few years, yet local shoe men are hoping for better things 
in the future and are still doing considerable business in the Mex- 
ican territory. : 
Out With a New Line 

Howard Johnson, representing the Bradley Shoe Company, 
is making a trip. to the trade in some of the larger cities of the 
Eastern and Middle States, with the new line of women’s fancy 
boots and pumps gotten out by this concern. Everett Bradley, 
head of this house, is notifying the trade that by October 15 the 
Bradley Shoe Co. will be fully settled in its new quarters on the 
eighth floor of the A. J. Tilton building and producing its new 
lines of fancy footwear. 


BOSTON 


Boot and Shoe Club to Meet 


“South American Night” will be observed by the Boston 
Boot and Shoe Club, in connection with its opening meeting and 
dinner of the season at Hotel Somerset next Wednesday evening, 
October 18. The club has for some time been planning such a 
night, in view of the general interest among business men in the 
subject, and particularly because of the large number of New 
England shoe and leather concerns that are selling their products 
in South America. 

President Herbert L. Tinkham of Brockton will preside, and 
several prominent persons interested in Latin-American affairs 
will be present as guests. A feature of the evening will be an 
illustrated lecture by Albert L. Squier, who accompanied the 
Boston Chamber of Commerce delegation to South America a 
few months ago in the capacity of official photographer.’ Music 
will be furnished at this and succeeding dinners by the Boston 
Philharmonic Orchestra. 


Associated Shoe Co. Develop-nents 


The October Quarterly Meeting of the Associated Shoe Co, 
Inc., will be held in the Boston offices of the corporation, Wednes- 
day morning, October 18th. A special session of the Executive 
Committee is called for Tuesday, October the 17th, in order to 
outline the work of the next day’s meeting. 

During the past quarter the organization has branched out 
extensively by carrying several lines of the popular styles in 
ladies’ footwear at their offices to be sized in from by its mem- 
bers. This experiment has worked out to such a successful end- 
ing that plans are being formulated whereby a further expansion 
for the future business of the association along this line is to 
be considered and which will greatly enhance the benefits en- 
joyed by the membership. 


A South American Trade Booster 


Secretary Thomas F. Anderson of the New England Shoe and 
Leather Association lectured before the Laboratory of Business of 
Burdett Business College, Boston, October 10, on “Trade Op- 
portunities in South America.” This was Mr. Anderson’s sixty- 
second public address on the subject. 


Neolin Soles for Navy Shoes 


It is stated that J. M. Herman & Co., Boston shoe manufac- 
turers, have informed the Goodyear Tire & Rubber Co. of Akron, 
Ohio, that their latest United States government contract speci- 
fies Neolin soles for navy shoes and their first order for several 
thousand pairs was on the way. 


R. L. Prather Honored 


R. L. Prather, advertising manager of the Thomas G. Plant 
Co., has been elected to the Board of Directors of the Association 
of National Advertisers, one of the most powerful organizations 
making a study of national advertising. He is also chairman of 

(Continued on page 95) 
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fo TRIPLE LINK 


The greatest of all the great selling drives 
that have made the Red Cross Shoe 


“The Most Salable Shoe in America.” 


On September 14th thousands of 
women everywhere, turning through 
the SATURDAY EVENING POST, 
saw before them a full-page advertise- 
ment of the Red Cross Shoe. It feat- 
ured a beautiful illustration, pictured 
lovely footwear, and told them con- 
vincingly of the wonderful style and 
comfort of this famous shoe. That is 
No. 1—the “Interest Link.” 


On that same day their postman 
handed them a mailing piece which 
displayed the name of their local Red 
Cross dealer. It featured in six colors 
the same beautiful illustration they 
saw on the Post page, and in addition 
showed a shoe which their local dealer 


carried in stock. That is No. 2—the 
“Persuasion Link.” 


On that same day also. and during the 
week or ten days that followed, they 
saw a large and striking eight-color 
card in the dealer’s window the same 
beautiful illustration again. That is 
No. 3—the “Clincher Link.” 


On October 12th the same procedure 
was repeated—a second full page in 
the Saturday Evening Post, a second 
mailing piece duplicating this page, 
and a second window card. 


And on November 2nd, it will be re- 
peated again—a third full page in the 
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SALES CHAIN 





Look for 
this trade 
mark on 
the sole. 


Post. a third mailing piece, and a third 
window card. 


Three tremendous drives—all to sell 
shoes that we have already sold. 
When our shoes are delivered our 
work is just begun. No plan in the 
history of women’s shoes, as far as we 
know, compaes with the “Triple- 
Link Sales Chain” in scope and in 
method—and none, so our dealers 
say, has ever equaled it in actual 
selling effectiveness. Enthusiastic let- 
ters from Red Cross stores every- 


where report a wonderful increase in 
business. 


In addition to this powerful customer- 
winning plan, we are carrying on as 
in past seasons a full campaign in The 
Ladies’ Home Journal and other wide- 
ly read magazines. 


Perhaps no one has as yet secured the Ac- 
credited Agency in your town. If you are 
interested we should like to go into the 
matter with you, and show you the Red 
Cross line for Spring. Address— 


The Krohn-Fechheimer Co., Cincinnati, Ohio 





“Bends with your foot’’ 
| | Trade Mark ) 
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The more interest a 
shoe merchant takes 
in his hosiery depart- 
ment the more cer- 
tain he is to handle 


Gordon 


Made to be remembered. 





Gordon wear, comfort and 
appearance are the result 
of honestly striving to 
produce the utmost in 
hosiery value. 


There’s a world of satis- 
faction in selling Gordon 
Hosiery because there’s a 
world of satisfaction in 
wearing it. 


Place your Spring order now. 


chrown Durrell 2 


NEW YORK 


BOSTON CHICAGO 





CURUDROROGDGROGRGGRRERGRRRRRRRRRRRRERORRS 
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Process 
Patented 
Aug. 19 Patented 
1913 Jan. 12. 
1915 


Patented Jan. 12, 1915 


VULO-UNIT 
BOX TOE 


Makes a 
‘Better Shoe 


Impervious to Water. 








Prespiration cannot af- 
fect it. 


Heat from the foot will not 
break it down. 


Retains the Shape of the 
Last under the hardest wear, 


Its wearing qualities increase 
the life and preserve the style 
of the shoe. 


Used by the leading shoe 
manufacturers everywhere. 





Mr. Retailer: 
Make sure your manufacturer uses 
— BOX TOES in all your shoe 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 


PT 
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Respectfully submitted 
for your consideration. 


Play the middle and both ends 
$4 $5 $6 $7 


Let our salesmen show’ you 














THE DALTON COMPANY, Ine. 


Makers of Honest Value Shoes to Retail from $4.00 to $7.00 
BROCKTON, MASS. 


Boston Office New York Office Chicago Office 
183 Essex Street, Room 405 651 Marbridge Building 1415 Great Northern Building 
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MR. DEALER 


In any color. 


colors. 25c. size. 
BRONZE—Cahill’s or Imperial. 25c. size. 
GOLD and SILVER DRESSING. 35c. size. 


Order from Your Jobber 


Cambridge, Mass. 


a 


SOGUGUGEUUGEGOUGUGOGQUGEGOUCCOUGCUGECHOOOGOSEGCOOROOUUGUOOGORGHCRROREROERODOEORES 


Baine’s Adjustable 
Shelf Brackets 


save one to two feet in 


every twelve of shelving. 
By their use you get rid of 
posts and partitions. 


Posts and partitions are 


fixed forever. Baine’s Ad- 
justable Shelf Brackets can 
be raised or lowered at will. 


They enable you to obtain 
absolutely unobstructed 


shelf space. Get fully ac- 
quainted with this modern 
method of supporting store 


shelving by reading the 
Baine Bracket Catalogue. 
Copy sent on request. 


PIQUA BRACKET COMPANY 
PIQUA, OHIO 













We make the GEM SHOE HOLDER..- Retails for $1, 
includng devices for holding three sizes of shoes. 
GOOD profit to dealers. 
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Here Are The Season’s Leaders-- 
BOSTONIAN CREAM will be a big seller the coming season. 25c. size. 


SHUCLEAN—For white kid and calf (2 sizes). 15c. and 25c. 
SUEDEDENE POWDER—For Buck and Suede in all the popular 


WHITTEMORE BROS. CORP. 


PU 
Don’t Fail to investigate the 


“WEARMORE” Fibre Sole 
Light, Flexible 


por Poranie oe? | WEARWORE 


Damp-Proof, Non-Skid Cy ER V\ ct 


A Quality Fibre Sole carrying our own 
trade mark and Guarantee. An exclu- 
sive feature of the **Snow”’ line 


{~ POWDER”: 
sal (LEANS & RECOLO! 


FO OT WEAR 





SDennuennencuncsnsusnangvensccsensuans 





QUALITY 


peiemore’s 


Shoe Polishes 


VARIETY 


OLORED shoes will be more 
& popular than ever this sea- 

son—and you will find just = 
the right kind of dressing among 
Whittemore’s polishes for every omer j = 
and every kind of leather. 
prepared for the demand? 


























Our men are now in their respective territories with 
the best ever in lines to retail at $3.50 to $6. A call will 
not obligate you in the least. 


Geo. H. Snow Co. 


Brockton and Lowell, Mass. 


Fibre Soles 





Look For this Stamp 


Our Styles In Stock include 
secenee = the} ‘*Wearmore”’ 


New Catalog on Request 








quality shoe laces for 
every requirement 
In bulk for the factory trade. 
Single paired for the fine job- 
bing trade. 
Finished with Nufashoned 
Fabric Tips rp spon applied 
for). Part of the braid itself. 
Rustless, water-proof, . won’t 
pull off. 
— and prices upon re- 
quest. 


Narrow Fabric Co. 
Reading, Pa. 











THE GREAT NATIONAL SHOE WEEKLY 89 


— —_—_— —_ SS ——_— Sa ee — ee SS ee | 


STYLE FORECAST 


OUR PREDICTIONS LAST SPRING 
FOR THE CONTINUED SALE OF 
WHITE IN FOOTWEAR HAVE BEEN 
VERIFIED. 


WHITES ARE NOW THE LARGE 


SELLER AND WILL SO CONTINUE 
FOR THIS FALL AND SPRING. 


“OSTEND 2” 


THE BEST WHITE FABRIC CLOTH 
FOR SHOES. 

























STRONG AND FLEXIBLE 
SMOOTH KID FINISH. THE NEAREST AP- 
PROACH TO LEATHER IN APPEARANCE 









OVER ONE MILLION PAIRS 
OF SHOES MADE FROM 


THIS FABRIC SOLD THIS 


YEAR WITHOUT ONE COM- 
PLAINT. 


J. EINSTEIN, Inc. 


176 William St. New York 
BOSTON. .—s ST. LOUIS MONTREAL, CAN. 
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There’s No End of Profit in Retailing “Konqueror” 
Shoes for Men. ThirtyEightStyles—$2.60 to $4.00 


Stock No. 737--Royal 
Last, Gun Metal Box Kid 
Top, Bal. Single Sole, 1- 
inch Heel. Widths A to 
D. Sizes5toll. Price 
$3.85 





Stock No. 738--Same 
; Shoe, Colored Calf. Price 


siti 





STOCK NO. 737 


THE PRESTON B. KEITH SHOE CO. 


HOUEUOEOOOUOOGOLOROSUGOUEOOOOEOOGHOGEOGEGEOGUOEOEODOLONGOROGEOGEOOROOOGUOOEOOROOROOEOOOOOOODEOEEOOHOGEOEEOOEOEERS 


TET 


NEW YORK OFFICE, Makers of Keith’s Konqueror Shoes for Men BOSTON OFFICE, 
Graham Building, 207 Essex St., 
Room 22 BROCKTON, (Campello Station) MASS. Room 207 





SPUGUUEOOOOOEQQQCUGUOUEEEHOOCGCGCGOCRECRRCRCGECOROGUEOREOCCCCRGCCRRGEGRURROOCROROCUORRRERECCCCOORCRRECORORCCCROROGRGRERRROCRCRREE 


Think Of It 


Six Cents 


For a Matrix of this Striking 


SHOE CUT 


Be the first in your city to get this matrix 
and a Series of 50 other high class matrices 
of Fall Style Shoe Cuts, for $3.00. 


Your newspaper will cast these matsfor you. 


Only one set sold in a city, and we guaran- 
tee satisfaction and prompt service. 


Proof sheet of these cuts mailed on request. 
Write now. 


Check must accompany order. 


Waskow Company 
551-557 W. Washington Street 
Chicago, Ill. 


Tt 
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They'll Help Improve Your 
Business 





Four shoes which are winning their way in hundreds of 
progressive shoe stores. They are in stock, ready to 








f SHOUHOEUGOUUOCUNEOOUUOOOUGUUEESONOOOUGSCSESEOOUOGUUGEUOSOOOUOCOUCHAEOOOOOUUSSUSUOOUCESCUSSUOOULUSESSUOUOEUUOUONSUOUOOAUUSEROOOUOUUUCEQOOUOUSULUAUOUEOUSNNOOORONESESOOO0OU; 


ship at your command. 





B 375 K 


Women’s Black Glazed Kid Welt 
Boot, Kid Quarter and Veme, 8-inch 
et ancl Ein ak Bae 
op 1784 u ge t, ain 
Toe, 1 7-8-inch a Louis Heel. 
AA, “ato A, 3% to7; B, C and D 

2 % to7 

$4.00 








U. & D. Boots have an 
unsurpassed reputation, of 
many years’ standing, for 
their uniform high quality 
in both the materials of 
which they are made and 
in workmanship. - Will you 
investigate? It will do 
your business a world of 
good. 








Utz & Dunn Co. 


Los Angeles Office 
319 Story Bldg. 
Los Angeles, Cal. 

C. G. MeAtee, Rep. 


Our service on these and 


many other quick - sale 
styles will put life into your 
Fall business. Order today. 





8 PPP ETE E ee eS 

College Girls’ a wee Welt icky 

Boot, Patent, lesley Last, Blac 

Cloth Top, Thee partes, Fox, But- 

a as 14-inch C, 2% to 6; 
2% to 6; E, 2% a 





tg Crore ere $2.65 
College Girls’ English Welt McKay 

Boot, Dull Calf, Wellesley Last, Mat 
Kid Top, Three-quarter ‘ox, Button, 
2 iy + 1 Prares C, 2% to_6; D, 


Ask for stock catalog 


New York Office 
200 Fifth Ave; 
Fifth Ave. Bldg., Room 405 
8S. A. McoOmber, Rep. 





B327A 


Women’s Welt Boot, Dull Calf, Bel- 
mont Last, Black Cloth Top, 7-inch 
Height, Button, Dull Calf, Circular 
Fox and Back Stay, Plain Toe, se 
er Half Louis Heel. A, 314 to 
to 7; C, 244 wo 7, D, 244 to7 


$3.15 








Do you know how U. & D. 
shoes fit? Not like the or- 
dinary shoe, by any 
means. This is one of the 
features which they pos- 
sess which leaves no ques- 
tion in the mind of the re- 
tailer that they will please 
his customers well. Let 
us show you how they fit. 








Rochester, N. Y. 


Denver Office 
218 Charles Building 
Denver, Colo. 
Rice & Tiger, Reps. 








a 
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"MALL? 


a LL 
So 











eee 


IN STOCK ‘ THE IN STOCK 

M tal calf, English al with 
Mat cal! top invisible aus te tn (**Mall” last!No. 45) B I G Stock No. 37. Men’s dark, tan, mahogany calf, Eng- 
lish bal with top to match, otherwise the same as No. 36 


= gage poe ots sole, large English rub- VALUE SHOE 
Brockten, (Campello Station,) Mass. 


WHITMAN & KEITH co. 












Manufacturers, Tan- 


appointed, food ample ners, Wholesalers, Re- 
in quantity and su- tailers, Salesmen---all 





Cheerful rooms richly 
lity, serv- 
‘iggpl 24 associated with the 


ice, whatever its na- 
ture, prompt and de- shoe and leather trade 
pendable, contribute find accommodations 


to your health, pleasure here that satisfy. 













and prosperity when The reasonable rates, 
youstop atthe“ Essex.” BOSTON courteous and efficient 
Everything about the . 
, : service and central lo- 
“Essex” is in keeping MASS. : b 
with high standards of | David Reed Manager ema —. 
ting factors toward 





service which travelers 
deserve and demand the success which the 


today. “Essex” has achieved in _ catering 
For years this hotel has enjoyed the to the requirements of business men. 


reputation of being the local headquarters 
for the shoe and leather trade. 


STOP AT THE ESSEX 
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Changes in Business es es 


The Last Week’s Failures, Suspensions and Changes 


Failures 


Jacksonville and Palatka, Fla.—F. W. Butler & Co., shoes, etc., reported peti- 
tioned into bankruptcy. 
ang = bm -—Louis Zide, 1845 W. 35th St , shoes, etc., reported petitioned into 
ankruptcy. 
Carlisle, Ky.—R. C. Oldham & Co., shoes, etc., reported receiver appointed— 
stock sold. 


New Auburn, Me. ier P. Doucette (New Auburn Srogein Shoe Store), 
shoes, etc., reported stock of the above, who recently made an assignment, 
has been sold for $1,800, this being 54 per cent of the appraised value. 

Laurel, Miss.—L. Fine, shoes, etc., reported meeting of creditors called for 
October 10, . = 

Toms River, J.—I. M. Hirshblond, shoes, etc., reported asking general 
a 

Rochester, N. Y.—H. S. Windsor & Co., shoes, etc., reported petitioned into 


bankruptcy. 

Raleigh, N. °C. —Dobbin-Ferrall Co., shoes, etc., reported the receiver's inven- 

= shows stock $23,204 and fixtures hey furniture $4,374. The liabilities 
reported as follows: Merchandise, $12,000; to bank .$1 5,500; due to 
Dobbins $5,000; 5 ee to Ferrall, $5,000; local claims, $2,000. 

Buffalo, N. Y.—Pedic Shop (George L. Connor), shoes, reported has been ad- 
judicated : bankrupt, and the first meeting of creditors was scheduled for 

cto! ast. 

Newark, N. J. —Felter & Co., shoe manufacturers, reported notice has been sent 
out that on October 18, ext, at ten o’clock forenoon, at the office in the 
Bankruptcy Court Room, 908 Firemen’s Building, Broad and Market 
rege p Newark, N. J., the application of trustee o said bankrupt’s estate 

pom te party will 7 ‘considered as a going concern, or by lots and in bulk 
ie, for cash. 

Dallas, ‘ex.—Simon Singer shoes, etc., reported petitioned into bankruptcy. 

Hico, Tex. —Bentley Dry Good oods Co., shoes, etc., reported that this company 
are in financial difficulty, with assets of a proximately $7,000 and liabilities 
about $6,000. It is said that a party desirous of securing the store has 
made an offer —— for creditors to realize t 60 per cent cash. 

ae Radford, Va.— Mrs. M. J. Bradley, shoes, etc., reported petitioned into 

ruptcy. 


Changes . 


Boston.—Z. Greenberg (219 Main St.), shoes, closing out. 

Haverhill, Mass.—Carlin & Cronin, shoe manufacturers, dissolved partnership; 
succeeded by Maurice E. Carlin. 

Reading, Mass.—E. B. 7a Inc. , Shoe manufacturers, incorporated with 
authorized capital of $25, 

Haverhill, Mass.—Murray- Quimby Co., shoe manufacturers, Chas. O. Quimby 


retires. 
Harrison, | ly -—Tyson Mercantile Co., shoes, etc., incorporated with capital 
Visalia, Cal—8. Kinspel, shoes, etc., stock yon ip to - Kinspel. 


Bunnell, Fla.—S. Ross, shoes, etc., reported 
New Sm rna, Fla. — Ross, shoes, etc., re sold out to J. T. Hammond. 


Beason, I1l.—Geo. i Gow, shoes, etc., ‘sold out to Chas. Walden. 
Hommes, ind. —H. & K . Furnishing Store, shoes, etc., succeeded by J. G. 
illin: 


Des oe = -—Thos. A. Mansfield Co., leather and findings, assets to be sold 
to! 
Lake Forest, Ill.—Rasmussen Shoe Store, shoes, etc., succeeded by Rasmussen 


Boot Shop 
Stacyville, Ia. cod 2 . Wolf, shoes, etc., sold out to E. P. Halbach. 
‘idorado, Kan. —Weiss Bargain Store, shoes, etc., succeeded by F. L. Dewey. 


Kingman, Kan.—Brees & Son, shoes, etc., removed to Wichita 

Whiting, ep. —Frank Cleland, shoes, etc., sold out to A. Litile & Son. 

Carrollton, Ky.—W. T. Hill, shoes, etc., sold out to A. E. Tandy & Co. 

Lewiston, ‘Me.—Klein Clothing Co., shoes, etc., discontinued. 

Pine River, Mian.—J. K. Ramsey, ‘shoes, etc., sold out to A. N. Grey, 

Thief River Falls, Minn.—Korstad Bros., shoes, etc., sold out to L. 

Stillwater, Minn.—P. J. Stenstrom, shoes, sold out to Paul Paulson. 
reenfield, Mo.—L. 8. —— shoes, sold out to Forest Renfro. 


looer City, Mo.—N. G. Cook Mercantile Co., shoes, etc., will discontinue. 
eee % —Mrs. Beckie Kolber (292 Third Ave. i shoes, reported sold out. 
Z. Shoe Co., Inc., shoe manufacturers, incorporated with capital 


of $7, LAS 
Youngstown, Ohio.—Netzorg Shoe Co., shoes, incorporated with capital of 


Cattaraugus, N. Y.—E. C. Mason, shoes, etc., succeeded by Smith & Town. 





New England Wholesalers Meet 


The activities of the New England Shoe Wholesalers’ Associ- 
ation were ‘‘thrown into high’’ on Wednesday at the first meet- 
ing and luncheon of the organization following the usual summer 
recess, at Young’s Hotel, Boston. The “‘accelerator’”’ was pressed 
by President Byron S. Watson of Providence, R. I. 

Secretary Thos. F. Anderson read a report of Tuesday’s meet- 
ing in New York of the Executive Committee of the Shoe Whole- 
salers’ Association of the Middle Western States, which was heard 
with interest, and the president then introduced William H. 
Day, Jr., secretary of the Lynn Chamber of Commerce, who made 
a report regarding the effort of the railroads to increase the trans- 
continental freight rates on shoes, which he opposed at the re- 
cent hearing in Washington. These rates have been suspended 
until January Ist to afford time for public hearings on the 
matter and Mr. Day urged the extreme importance of the New 
England shoe industry being adequately represented at these 
hearings. He pointed out that a change in the present rates 
would mean a difference of 50 cents a hundred in favor of Mid- 
west centres to Pacific Coast terminals and New England rates 
to the Pacific Coast would be increased 95 cents a hundred. The 
importance of maintaining present rates to the Coast which 
give equality to competitive points East of the Mississippi and 
North of the Potomac, is demonstrated in New England ship- 
ments to that territory last year, which totaled 226,540 cases. 

Mr. Day also expressed the belief that the freight congestion 
of last Winter is not likely to recur, and that if it does it will be 
handled better, as arrangements are already in hand to that end. 

George Hutchinson was then introduced by the president as 
the “dean of the industry in New England.” Mr. Hutchinson 
spoke briefly on the rubber situation, which is unprecedented. 
He termed it ‘‘a season of apologies,” for the wholesaler is having 
his troubles in getting goods for shipment and the retail mer- 
chant has to make explanations to his trade. 
business started with no stock carried over in any branch of the 
industry. There seems to be no scarcity of rubber, for one large 
company’s plantations alone will yield this year four million 
pounds; there is plenty of capital in the business; plants seem to 


This season’s - 


be fairly adequate; and yet one rubber company declined an 
order valued at $300,000 because it could not satisfy its clients 
on delivery prospects. 

The report of a special committee on returned goods was then 
considered, and it was voted that a special meeting be called to 
consider the proposals submitted. These included the sending 
of a letter to the trade requiring prior notification with reasons 
why returns should be made, and acceptance of the same by letter 
before shipment, the shipment itself to bear a special sticker sup- 
plied by the wholesaler. This would not apply to single pairs re- 
turned because of obvious factory defects. 

The opinion was expressed that seventy-five per cent of the 
returns are unwarranted and unfair, and that of these returns a 
large proportion were the result of overbuying, slow demand, or 
stock cleaning. Co-operation in securing a minimum of returns 
appeared to be the sentiment of the meeting, and the final action 
expected later will be watched with interest. 


Colors in Glazed Kid 


Plum color glazed kid is the latest shade for which there has 
developed a very active demand according to the experience of 
Oscar Scherer & Bro., makers of this class of leather. They are 
selling all of it that they can turn out, it was stated, while the 
demand for the more generally known stocks, battleship gray, 
neutral gray, ivory, champagne and brown, continues very active, 
although it is difficult to get the stock that is needed to take care 
of the orders that are coming in. 


To Deliver Machines Soon 


It was stated at the offices of the Rapid Machine Co., makers of 
the Rapid Button Attaching Machine that a quantity of these 
will be ready for delivery in the fore part of November. A great 
many orders have been accumulated for the new machine and it 
is unlikely that any of the first shipment that arrives can be 
placed outside of New York, but now that manufacture is fully 
under way a good supply of them is to be looked for within a 
very short time. 
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Classified and Opportunities Department 


“Recorder” rates for space less than one-eighth | 5 ge alg ste WANTED: Three cents per word for 


page per issue: 


Space ltime 7 times 13 times 
1 inch $4.00 $3.00 $2.75 
2 inch 8.00 6.00 5.25 
3 inch 12.00 9.00 7.75 
4 inch 15.00 12.00 10.00 


each insertion. 


Minimum amount accepted, 


sixty cents. For other-““Want’’ advertisements, 


five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


26 times 52 times 


Minimum 


paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 
4.75 4.00 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


LINE WANTED 


WANTED TO PURCHASE 





ANTED—Immediately, a retail shoe sales- 
W man, experienced in handling high-class 
department store trade. Write, stating age, 
whether married or single, how much experience 
and where, references and salary wanted. Ad 
Dept. B, P.O. Box 1059, Boise, Ida. 





ANTED—Resident sal to sell strong 
W line of women’s Comfort shoes carried in 
stock, 6 per cent commission, in following states 
and vicinities: hicago; Cir ti; C ‘i 
Ohio; Cleveland, Ohio; Indianapolis, Ind.; St. 
Louis, Mo.; Nashville, Tenn.; Montgomery, Ala. 
Address A721, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
ANTED—Salesman with established trade 
in Greater New York and Northern Jersey. 
As-born, 149 Duane St., New York, N. Y. 











INE of ladies’ welt and McKay novelties wanted 

for New York City and vicinity by an experi- 

enced shoe salesman. Address A720, care Boot and 
Shoe Recorder, 127 Duane St., New York, N. Y. 


BeARSRIENCED SALESMAN, with old-estab- 
lished trade wants, on commission basis for 
Greater New York territory, a line of women’s 
or misses’ and children’s novelties or staple welts 
or McKays, or both. Best references. dress 
A709, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


ANUFACTURER’S LINE WANTED — 
Women’s medium or fine grade line welts, 
turns or McKays for Greater New York, Philadel- 
phia, Baltimore and Washington. Address A713, 
mg Bost and jShoe Recorder, 207 South St., Bos- 
nm, Mass. 











ANTED—Established manufacturing . firm 
doing profitable business in shoe store 
specialties would engage at good salary a capable 
man acquainted with the shoe business. He would 
have to invest in the company’s securities and give 
whole time and best services. An ex-shoe retailer 
preferred. Address A708, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








POSITION WANTED 


OSITION WANTED—Have had extended ex- 
perience in jobbing line, in capacity of buyer 

and manager, supervising selling force and em- 
loyees. ill accept subordinate position. Open 
‘or connection anywhere. Address A717, care 





} gg poe ngs SALESMAN, with old-estab- 
lished trade, wants, on commission basis, for 
Greater New York territory a good line of men’s 
or boys’ welts or McKays, on bath. Best refer- 
ences. Address A710, care Boot and Shoe Re- 
corder, 127 Duane St., New jYork. 


WANTED 


On commission basis, short line of misses’ and 
children’s, also boys’ and youths’ medium-price 
solid shoes, by experienced shoe salesman with 
established trade“in Ohio and Michigan. Will 
give whole time toright lines. Address “‘Shoes,”’ 
316 Henry Ave., Grand Rapids, Mich. 























Boot and Shoe Recorder, 207 South St., Bost 
Mass. 
IVE-WIRE, experienced wholesale shoe man is 
open for a position with eliable shoe com- 
pany as manager, supervisor of sales force, and 
eneral help. ddress A719, care Boot and Shoe 
Recorder, 127 Duane St., New York, N. Y. 


XPERIENCED shoeman, now employed in 
capacity of manager and buyer, desires a posi- 

tion with a reliable shoe house as manager or buyer 
or assistant. Am 33 years of age; 14 years’ experi- 
ence; good merchandiser and rig eae 











TO SINVEST 


ANTED to invest $10,000 to $15,000 in a desir- 

able retail shoe business, preferably in New 
England, showing a healthy condition, or would 
buy out same. tate all particulars, or no atten- 
tion will be given to answers. Address A715, care 
Boot and Shoe Recorder, 207 Seuth St., Boston, 











Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. Noquantity too 
large. Short terai leases taken. m- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 


The largest cash buying concern of every 
class merchandise in the country. 
Telephone, Spring 2248-9. 











Highest Cash Prices Paid 
for entire shoe stocks We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands. 

Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 


520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 





methods; executive ability; thoroughly P t 
Highest references in regard to character and abil- 
ity. Address H. M., 39-46 Page Ave., St. Louis, Mo 








LINE WANTED 





XPERIENCED shoe salesman, with an estab- 
lished trade in the States of Indiana, Ohio, 
Illinois, Pennsylvania, Delaware, Maryland, is 
open for a line of ladies’ medium-priced McKays 
and welts. Would also consider a line of boys’ or 
men’s McKays and welts. Address A718, care 
ne and Shoe Recorder, 127 Duane St., New York, 





ALESMAN commanding trade among largest 
mail-order houses, jobbers and department 
stores selling now felt and boudoir slippers is 
open for a proposition for similar or kindred line. 
Address A716, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
INE WANTED for wholesale trade, 
sion basis, women’s, misses’ and children’s 
popular price McKays or women’s only, from a 
progressive factory able to handle largest jobbers 
and now selling other goods. Address P. O. Box 
26 26, Boston, Mass. 








FOR RENT 


Offices To Let 


Splendidly located, second floor Shoe 
and Leather Building, 207 Essex St., 
Rooms 215-216. One room completely 
furnished. Ask for janitor. 


























De You Wish ro Raise Cash Quick? 
Sbce “cal acces of al Sande 











FOR SALE 


| ae SALE—Only exclusive shoe store in city 
of 7000 in Pacific Northwest. Payroll city 
and in rich country. Doing good business. ust 
sell to settle estate. $5000 will handle. Address 
A 697, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








bought for spot cash. S term leases 
taken off your hands. or wholesale. 
RE SE iG, us 
Communications Strictly Confidential 
B Syndicate 
610 BROADWAY BROO! N.Y 
| Tel. 2328 Wi BITS ' 
Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 
Drop a Line to 


A. M. SACKS 


19 Albany Street Boston. Mass- 
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Are they in Dall’s good shoes, made by workmen who 
make only children’s footwear? ‘ 

Dall leads in. sh@es for juveniles—shoes in which the first 
thought is the comfort that comes with perfect modelirig to 
fit the growing feet. 

The next big features are style and durability—all topped 
off with a price that will interest parents in these days of the 
ita ceital ietag--eneeee Dall’s shoes. 


C. A. F. DALL 


WE FIT THE FEET 


415 Court. Repair Shop, 120314 Court. 





How Merchants are Adopting Text and Illustrations 
as Furnished in the ‘‘Recorder” Retail Ad Service 


BOSTON DEPARTMENT 
(Concluded from page 83) 
the Boston Committee of Arrangements for the annual conven- 
tion of that association to be held at the Copley Plaza, December 
6, 7 and 8. Members of this organization include the adver- 
tising men of the biggest concerns in the United States doing 
national advertising. 
A New Men’s Store 

J. L. Esart, for twenty years with Henry H. Tuttle Co. of 
Boston, is to open an exclusive men’s shoe store at 46 Boylston 
Street, the latter part of this month. 


WANTED TO PURCHASE 


MISCELLANEOUS 


Burial of J. M. Noyes 

The body of John M. Noyes, who died October 5th at the home 
of his brother in Lewiston, Me., was brought to Stoneham fu 
burial. 

Mr. Noyes was born at Auburn, Me., January 1, 1845. He 
was twice married, His second wife, who was Miss Emma 
Thomas, survives him. For years he was a shoe manufacturer in 
this town. 

Funeral services were held at his late home, Saturday last, 
and burial was at Lindenwood Cemetery. 


Letter Advertised 


There was a letter advertised in the Boston Post Office for 
week ending October 14, last, for the Dudley Shoe Market. 


HALLOWE’EN WINDOW UNIT 
(Continued from page 30) 























Number Four 


In No. 4 is shown a unit suitable for use with a Hallowe’en 
Display. A tripod similar to that used to hold the witches’ 
caldron is made of three sticks, from which the twigs have been 
cut, but on which the bark has been left. These are tied to- 
gether near top with a bow of brown ribbon or crepe paper. 
Instead of a kettle, a circle of composition board or glass or 
perhaps a slab from a log is hung in the middle and on this a 
pair of slippers or shoes are placed. 


MISCELLANEOUS 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for o merchandise. Leases taken 
over. We will send a representative to 
inveatigate and make offer upon request 


Max Kalter Mercantile Co. 
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ORE LADDERS 


With Noiseless Cushion Tire 





Riemer’s W°%,,50! 
For Farmers, Tanners, Butchers, 


Icemen, 
SHOES $1.65 






Rolling Trolleys 
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SHOES AND CARTON 
GUS V. WELLS, 531 14th St., Des Moines, Iowa 





ERS & BRO. 





A. Eccnomise every inch of wall space by making Milwaukee, Wis 
]_ 106 Grand St., NewYork City Phone,Spring 9413 * ' ee deat tee Established 1887 
SELL ME YOUR SHELF WARMERS 7 Ban — Al ns coe 
I will at any time buy 10 to 100, Es ¥ Department Stores, Shoe and Drug B W. GODSOE, Pres. 
Factory seconds, surplus lots, Old F ff i .G. ALD, Vice-Pres 
Shoes, Entire plants, Wholesale Stocks, Retail aD ee Oy, eons one oncicas W.G. DONALD, E JONES, Tressarer 
Stores, etc. I have an unlimited export ou byTelephooe Companies in Switchboard Servi 
mee. Aleo buy ee ate ah cer eect F. E. JONES COMPANY 
tion small or new or old style. Correspond- 
ence confidential, instant attention. Eat. 1889. F A N cY 
New York Export Pu Corporation COLORS 
42 Lispenard St. © New York City 


95 South Street, Boston 





Job Lots of Shoes & Leather 


Are Sold through the 
Recorder Want Ad. Page 


5 CENTS A WORD 
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SUBSCRIPTION—The subscription price of the 
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ADVERTISING RATES—Card of Adver' rates 
furnished on application. For rates for Wants, 
for Sales, etc., see Want Page. 
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BOOT AND SHOE RECORDER PUB. CO. 
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Matter. 
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NSVZT’S the simplest thing in the 
zg 1 7 world to sell felt house shoes 


~~ 
WN 


7S in the early Fall. 


Felt Footwear 


-35e. to $1.00 
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No. X2024 
Onaford 
Gray Felt 


75e. 





SIN 


ENS 


Each cool night and morning is the 
reminder that Summer’s gone and 
that to enjoy the comfort of warm 
feet one must have warm footwear. 


P. H. & Co. have ready for your 
order a most elaborate assortment 
of handsome patterns and colors in 
felt footwear for women—and the 
prices range from thirty-five cents 
to one dollar. 


we 
we 
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All Colors—All Patterns—Fur 
and Ribbon Trimmed 





No. X3376 
Pink Felt 
$1.00 





Use this order form and send for 
samples. 





No. X3388 


Wine Felt . , wv 
Chrome Sole go” UN 
80c. HP Qo 


PARKER-HOLMES on 
& CO. | 


600 ATLANTIC AVENUE pee 
BOSTON, MASS. ¢ of 
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Be 
No. 316 


(Unbranded) 
Gun Metal Blucher, Glove Calf Top, 9-8 





inch Broad Heel, Single Sole, D and E 
Widths. Sizes 5 to 11. 

Price $2.35 

No. 313 

(Unbranded) 

Black Vici Blucher, Vici Kid Top, 9-8 inch 
Broad Heel, Single Sole, D and E Widths, 
Sizes 5 to 11 


“Price $2.65 


——Don’t Be Without Our Catalog—It’s Yours For The Asking—— 


my 
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The mere fact that people are now making more 
money than ever is not proof that they are spending 
more. Some are salting theirs by living light as 
ever. They are not paying any more for shoes even 


though it be impossible to obtain original quality. - 


This makes it imperative that shoe merchants carry 
shoes at ‘‘a price.” The “Barry” second best line 
gives dealers the chance to get largest profits. Any 
of the styles shown here, and a few more are ready 
to ship. 





STOCK DEPARTMENT AT BROCKTON 
AND NEW YORK 














No. 315 
(Unbranded) 
Gun Metal Delsperet. eve Calf Top, 
inch Broad Heel, Single Sole, C an 
Widths, Sizes 5 to 10. 
Price $2.35 





No. 317 
(Unbranded) 
Black Vici Blucher, Glove Calf Top, 9-8 
inch Broad Heel, Single Sole, D and E 
Widths, Sizes 5 2 11. 
Price $2.35 





No. 314 
Unbranded) 
Black Vici Balmoral, Plain Toe, 1 inch 
Broad > | ee Sole, D and E Widths 


Sizes 5 to 
Price $2.65 





T. D. BARRY COMPANY 


BOSTON OFFICE 


£ | HOOK KOS 


{ 183 Essex Street, Room 204 


Address all Communications to our Brockton Offices 








Brockton, Mass. 








NEW YORK OFFICE 
819-A Flatiron Building 
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Stock —— Service—— Value 


3 W’s LENOX 


Shoes for Misses and Children 


These are three points which may be looked for in our 
business policy: 
STOCK—- 

A supply of goods that may be depended upon by our 


customers to meet the demands they make upon us. 
Our factory facilities assure this. 


SERVICE-- 
A word with two meanings here---service to our cus- 
tomers in prompt attention to their orders and re- 
quirements and service and wear in the shoes we ship. 


VALUE--- 
Every pair of shoes made in our factory is carefully 
made of the best materials available, and priced in 
justice. 


IF YOU WANT A GOOD LINE OF SCHOOL SHOES 
TO RETAIL AT $2.00, we have it in Glazed Kid, Gun 
Metal or Patent Leather. 


NOVELTIES TOO— 
High Cuts, White Tops, and others. Our lines of 
Welts are popular. Let us show you. 


WEIMER, WRIGHT & WATKIN CO. 


pres SL 2ND STREET PHILADELPHIA © 210 e‘uEN srreer 
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OUR FACTORY OUR STOCK DEPT. YOUR STORE 
AT BROCKTON IN NEW YORK _ ANYWHERE 


An Individual 


A Mastered 

Leis and Enviable 
and Satisfying Standard of 
Stock Service Merchandise 





Stock No. 750 $3.25 
Mahog. Calf 771 $3.85 


CHICAGO OFFICE,{Lees Bldg. 


PITTSBURG OFFICE, 302 Lyceum Bldg. 
DETROIT OFFICE, 213 Bowles Bidz. 


PHILADELPHIA OFFICE, 406 Central Trust Bldg. 


4 . 
196 CHURCH ST. G a 
pg ot Siamond Hg O~ NEw YORK, N. ¥ 
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We Want Every Retailer To Know This 


196 CHURCH ST. 
AT DUANE oN 


THE GREAT NATIONAL SHOE WEEKLY 


Business necessity—-honest principle and an individual 
purpose to distribute not only shoes, but unusually 
good shoes have won for us the recognition of manu- 
facturers of shoes ‘“‘ABOVE THE MARK.” 


Our shoes bring results. It’s a proven fact-based on 
the say-so of hundreds of retailers. 


We have styles and prices for every locality and further- 
more have them right in stock ‘“‘Unbranded”’ for AT 
ONCE delivery. 


Let us show you-— 


Set a mark for us and let us compete—we’re sure that we 
can place shoes before you that are “ABOVE THE 
MARK” you set for us. 


An advertisement is a claim—the Merchandise is the 


proof—allow us to substantiate what we print. Send 
for samples of our ““‘SHOES ABOVE THE MARK.” 


UNBRANDED-BROCKTON MADE-CARRIED 
IN STOCK 





Diamond HATE! = em: 
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White Kid Beaded ‘‘Melba’’ 
; No. 16 Last 
14-8 Half Louis Covered Heel. 


) Wingate Shoe Corporation 
’ HAVERHILL, MASS. 
Boston Office, Room 303, ~,183 Essex Street. 





10 Karat Gold Front 
Shoe Buckles 


Plain Polished Yellow Gold Plain Polished Green Gold 
Plain Dull Yellow Gold Plain Dull Green Gold 


“” The @fmamentation may be either Engine Turned, Hand En~ 
grayed, or Chased, or if you prefer they may be perfectly plain. 


‘Let “us have your inquiries, that we may show you samples or 
ms 
send you our leaflet 


Harrison’ Jewelry Company 


MANUFACTURERS OF JEWELRY 


James'and School Sts. Attleboro, Mass. 
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JHI-GI 


On The Floor 


MADE with the New York 

snap and style that appeals 
so strongly to the fastidious 
woman dresser of today. 


Stock No. 516 
Same __ pattern 
as 517 __ in 
Black Vici Kid, 
oodyear 
Welt. A to D. 
Price $3.00 


4 


NZBERG-GORDON C 


DISTRIBUTORS OF 


SNE 


WOMEN'S NOVELTY FOOTWEAR 


138-140-DUANE ST.,N.Y.CITY. 


Distinctive Black and White Boots 





Stock No. 517 


Genuine Ma- 
peqony Calf 8- 
inch Lace Boot, 
Good x ear 
Welt, ee 
Last. AtoD 


Price $3.50 


709—Black Kid Vamp, White 
Kid Top, Lace Boot, Whole 
Foxed pattera. TURN Cov- 
ered Wood Heel, Steel Plate, 
Piain!foe. Ato D. Price $4.25 


716—Same style as above, 
with Imitation Perforated 
Tip. Ato D. Price $4.25 


719—Black Kid Vamp, White 
Kid Top, BUTTON. Whole 
Foxed pattern, TURN Cov- 
ered Wood Heel and Steel 
Plate, Plain Toe, Pearl But- 
tons. A to D. Price $4.50 





For Immediate Shipment 


STLES 718 and 717 with black kid 
vamps and Colored NUBUCK 
tops are very new and popular. 


Styles 517, 516 and 2069 represent live ——> 
numbers at the old prices. Weshall never be able 
to duplicate these numbers at anywhere near the 
price. 


720—Patent Kid Vamp 
White Kid Top, B UTTO N as 
above. B to D. Pearl Buttons. 

Price $4.50 


718—Black Kid Vamp, Brown 
Nubuck Top, Lace Boot, Tux- 
edo Pattern, TURN Covered 
Wood Heel Steel Plate, Imita- 
tiun Tip. Ato D. Price $4.85 


717—Same_ style as above, 3003—B lack 3002 — Patent 
with Gray Nubuck Top. A tu Kid Vamp. Kid Vamp, 
». Price $4.85 White Kid White Kid 
Top, Lace Top, Lace 

TURN Cov- 


5) Pattern, 
TURN  Cov- ered Wood 


ered Wood Heel, Plain 
Heel, Plain Toe, as 3003. 
Toe. A to D. B to D 

Price $3.50 Price $3.50 


ING. 





3001—S a me 
style as above, 
with Leather 
Louis Heel. A 


to D. 
Price $3.25 


ame 
style as above, 
with Leather 
Louis Heel. A 


to D. 
Price $3.25 


























es ee ee rn - 


¥ 





Stock No. 2069—Finest Russia Calf 
84-inch Boot—a shoe of style and 
character to retail at $6.00. New Style 
Imitation Tip. A to D..Price $4.25 








New Accounts 











il ctr sebls a cays if SA Te, Please furnish references > |} 
ire Orders Coliect ' Vere 22% h 
a SS —_— ad ‘4 = — 
- —— eS <a : 
*KARRER: 7S z © stupios- J), 











You’ll Have to Pay 


at Least $3.50 Elsewhere 
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A It i i TEN MO 


é 
| 
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You’ll Have to Pay 
at"Least $3.00 Elsewhere 








No. 500—Men’s Gun Metal Blucher 
and Button, McKay Sewed.. . ,$1.60 


Regular Jobbers’ Price....... 17 bc. 


--Our Price 52. 








a 


No. X44—Women’s Felt Comfort 
Satin-Padded Insole. Colors, Oxford, 
Navy Blue, Green, Brown, Maroon, 


Genuine 


BLACK VICI 








Women’s Genuine Black Vici 8-inch 
Lace, Half Louis Heel, Perforated 
Vamp and Front Stay, Goodyear Welt. 
B, and C Widths ........... $2.75 





Red and Lavender......... . $0.523 

















Black and White 
COMBINATION 





No. 3000 


Women’s Black Vici Vamp, with 
White Cab. Top, McKay Sewed. A 
ee eee ree $2.60 












BOE NUDES. BEAN 


We are show- 
ing you here- 
with a few 
timely and 
typical exam- 


ples of the big * 


saving offered 
patrons of the 
Rosenberg 
buying = sys- 
tem. 





S. ROSEN | B 


209 Essex St. 


WSS HAGA MAHE_DQ DIS WI QQ. OUG AE MGEH ESE. CESS OE. SESE CEN 








2 PRINCES NOS 


Saves 
More 


We are sav- 
ing big 
money for 
shoe mer- 
chants all 
over the 
world and 
can unques- 
tionably help 
boost your 
sales. 


BERG 


Boston, Mass. 


Sa aie allie 


Ne ee 


“NASI 


a 


Oe ad 


RTS RN Ral MIE. 


You'll Have to Pay 
at Least $3.60 Elsewhere 


i 
; 
; 
f 
' 
f 
: 

f 


Bctry 


<P, 
& 


ee | 


oe 
SOP Sra ae ar ret 


ee a FR gan gee i 


You’ll Have To Pay 
at Least $3.60 Elsewhere 








Genuine 


BRONZE KID 





Women’s Genuine Bronze Kid, Good- 
year Welt, Half Louis Heel... .$2.75 








Genuine 


TAN CALF 





No. 2646 


Women’s Genuine Tan Calf 8-inch 
Lace, Half Louis Heel, Genuine Good- 
year Welt. B,C and D Widths. . $2.75 






No. 1100—Men’s Genuine Vici Bals 
and Bluchers, Arch reeerhs Heavy 
Soles, Goodyear Welt. . $2.35 


Same in Gun Metal 


Regular Jobber’s Price..........90e. 


--Our Price 6 Xe 














No. X43—Women’s Restwell Ribbon- 
Trimmed Comfort Felt Juliets. 

Chrome split soles covering a thick cork 
sole. Lamb’s Wool Innersoles, Colors, 
Red and Wine, Purple, Rose, Mixed and 
Purple, Royal Blue and White. . . 80.65 





; NEN LEDGE. GE 








SN. 


WAGGA 





SSSSASASSESDAS 
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THE BASS SHOE 


FOR HARD SERVICE 


Known from coast to coast as the Standard Quality Shoe 
for Farmers, Lumbermen, Miners and Sportsmen 









Made from real leather by men who have specialized 
for many years on just these “Hard-Service’’ Shoes 







Your customers have only to feel 
the leather that goes into these 
shoes to appreciate them from the 
ordinary cheaply 
made work shoe 


















No. 1551—Men’ 
-. 12 E, - s Velour Calf Blucher. In Stock— 
Here is a “BASS SHOE” for men who want BASS 
comfort, reliability and service in a lightweight shoe. 


No. 192—-Farm Baimozal. In Stock—5 to 12, EE, F. 
Made trom the heaviest and best grade of Russet 
and waterproofed by our own process. A working 
shoe in a class by itself. 


The New Features 


A New Ski Moccasin, 
Combining the good fea- 
tures of a shoe with the 
comfort, fit, flexibility and 
room of a moccasin with a 
specially constructed con- 
cave heel for the ‘*Expert 
Binding” strap wich 
holds this strap firmly in 
place. 












It is a good fitter, with plenty of toe room. G 
year Welt. 




























The New Features 


A New ‘“‘Pac’”’ BootTbuilt 
on the moccasin pattern 
with a close fitting in-step, 
broad toe room for heavy 
stockings—comfortable and 
practical. 











CATALOG ON WRITE US 
HIGH CUT RANGELEY MOCCASIN 
REQUEST No. 683—Black Chrome Upper, 9 in. high, Single TODAY! 
Waterproof Sole. Low Broad Heel. Sizes in stock 
5 to12 EE. Made to order 5 to 12 E, F. 
— 








f coos eee SLAaARAAaann - 


























Buyers’ Easy Reference Directory 





THERE IS A PERFECTION ABOUT 


“Peadeds ibs 
THAT DISTINGUISHES THEM ABOVE ALL OTHERS 
AND BRANDS THEM AS 


AMERICA’S LEADING SHOE LACE 


Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
[Auburn] PROVIDENCE, R. I. 





The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. 
BOSTON OFFICE, 183 ESSEX STREET 





TTT) 








McKays and Welts 
For the Up-to-Date Woman 


Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 





SEND YOUR UNSALABLE 
COLORED CLOTH TOPS 
~TO US 


We will make them a fast black that will 
not fade, and we will not soil your linings 
LEATHER SHOES DYED ALSO 
Prices according to quantity Sample dyed free 


NEW YORK SHOE DYEING CO. 
149 DUANE STREET NEW YORK, N. Y. 








COULTAS 


THE STYIE MAN IN SHO® ORNAMENTS 


Large Buckles Small ornaments 

for the new - dainty, attractive 

Colonials and reasonable 
Service to your satisfaction. 





D. W. Coultas & Co. Providence, R. I. 


—™ matter-of-course way in 
which men everywhere ask 
for the 


Boston 


Garter 
yaguyy 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON s 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 














We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 
Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 
Look for Our 
New ion 
INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORE, N. Y. 














KING KIELY 


THE WHITE (BUCK) MAN OF THE 
EAST 
A Factory with a Snow 
White Atmosphere 


INFANTS’, CHILDREN’S, F 
MISSES’ and GROWING GIRLS’ 


McKays and Welts 


SHOES THAT FIT--SHOES THAT 
SELL 


KING KIELY THE MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 
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TURN BOOTS 
The Big Spring Sellers 















































While we make a feature of Novelty Boots 
in all popular shades, we are also booking a 
wonderful business on our new styles of 
Spring pumps. 

Dealers have learned that our shoes fit— 
bring business—also profits. 


Our salesmen are now showing the most 
complete and attractive line of women’s 
turn footwear we have ever produced. 


ELLIS, Eppy Co. 


(Shoemakers) 


Haverhill, Mass. 


Boston Sample Room, 207 Essex Street 





Shoe Repairing Machinery 


Has Proven its Worth and Quality 
to Hundreds of Shoe Repairmen all 
over the World 


WRITE FOR CATALOG OF 
OUR COMPLETE LINE. IT 
IS CONVINCING EVIDENCE 


VICTOR 
Model J 
Stitcher 
Cash Price 
$250.00 


Time Price 
$297.30 


Terms Quoted 
on Request 


Positive Lock 
Stitch. Has 
Curved Needle 
and Awl. Sews 
from 4 to 12 
stitches per 
inch in hard or 
soft stock with- 
out adjustment. 
Has no thread 
tensions. Heat- 
ed by Alcohol, 
Gas (or Elec- 
tricity at $10 
extra). Speed 
150 stitches per 
minute. Simple 
in construction, 
easy to learn 
and _ operate, 
and moderate 
in price. 






















































IF YOU 
WISH TO BE 
KNOWN 





as a big, suc- 
cessful business 
man, you must 
use your brains 
instead of your 















hands. he 
same thing 
holds good in 





shoe repairing. You won’t bea howling success as 
a Rapid Shoe Repairer without the use of modern shoe 
machinery. 











The possibilities of increasing your trade, reducing 
expenses and having better pleased customers can be 
easily achieved by installing the Famous Victor Line of 
Non-Royalty Machinery. We can furnish you with a 
complete equipment at the lowest possible prices con- 
sistent with good quality. 
















Victor Shoe Mach’y Co. 


Dept. S LYNN, MASS. 
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Women’s Comfort Shoes 





OUR PRODUCT 


BALS AND JULIETS . 
TURNS AND McKAYS 


oh Fearn iefo By 


LYNN, MASS. U0 9.A 


TTTTTII 


| 
3 


a % 
THOMPSON SHOE CO. 


ST. PAUL, MINN. 


WORK SHOES 


ALL NUMBERS IN STOCK 


END in for a trial dozen and 
our catalog. 




















A complete line of men’s, boys’ 


and women’s Hockey and Skati 1114 
hoes. ~_ 


MANURE PROOF 
Black or Chocolate, Tip or Plain Toe 
: $2.25 


We solicit exclusive accounts, also 
salesmen for unoccupied territories 











& "5 se x “see nn ee 


= Decorative Papers for Window Display 
And General Display Work 


A large and varied assortment. New Creations. 


“SILKO”’’ Looks like Silk 
“VELOUR” Exact Imitation 


Novelty Borders, Pedestals, Screens, Etc. 


Our Fall line of Artificial Flowers is ready for inspection. 
Must be seen to be appreciaied. 


Sample Books Sent Upon Request Address Dept. “B" 


DOTY & SCRIMGEOUR SALES CO., INC., 
74 Duane Street New York City 


TN 


A Treat to the Feet 
MACK'S FOOT LIFE 


PERSPIRING FEET. 
eader for THIRTY YEARS 


And for'a copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACK'S MEDICAL COMPANY 
bbb “Fremont St. Boston, Mass. 


STs aaa | 


See “cn BE ® “ 
eeeeeeeeeeas 








Tn i i iy | 
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HENRY LILLY CO. 


THE SHOE AUCTIONEERS 
88-90 READE ST., NEW YORK 


SAY “Buyers are Numerous, Shoes 
are Not.”’ 


A Good Time to Send Your Surplus 





Every Wednesday and 


Friday 


Sales 





That is what dealers all over the country tell 
us, and here are several reasons why. 
Strootman ape conform to the feet and 
make walking a pleasure. 

After gently raising the arch, they hold. to- 
gether the arch and ankle bones and 
instantly relieve pains in the heel and arch. 
With Sens Cushions rubbing of the 
skin and irregular movements of the foot 
bones are prevented. 


Will you be our representative in your town? 
Don’t delay—Write today. 


John Strootman, Buffalo, N.Y. 

















A Popular Line 


IN STOCK NOW 


4967—Gun Metal Calf Tip Button 
4968—Gun Metal Calf Tip Polish 


4976—Gun Metal Calf Plain Toe 
Button 


4977—Gun Metal Calf Plain Toe 
Polish 


Goodyear Welt, Mat age 8 inch 
Height, A to D, 2% to7 


$3.10 
122-124 Duane St. 


Poul xbampbell NEW vouk chy 
100 - 102 


TTT TTT TTT ELE 
~ mag St. 


€0L0 0 SHOE CO. yx.2 


Government Regulation Leather —, 
Meets all government requirements 


and specifications $36.00 Per Doz. 


FRULDOEAOORACOOSUGOOUUROGOOOGOQQURRGGDGRORRGGORRGG0080: 











Tan only In Stock 
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Concord Shoe Company 
116 Duane Street New York, N. Y. 


The recognized leading house for Growing Girls’, Misses’ 
and Children’s shoes. 


Our entire efforts are concentrated upon the production 
of this line exclusively, and our In Stock large variety 
includes practical footwear as well as many charming 
novelties in vogue this season. Our next catalog will be 
ready November Ist. 


NUMBERS READY FOR SHIPMENT 
IN GOODYEAR WELT 
1895 Girls’ glazed kid,{high cut, tip, lace. 24 to7. Cand D........ $2.75 


1896 =Girls’ glazed kid, high cut, plain toe, lace. 244 to7. Cand D.... 2.75 
1805 ay battleship gray kid, high cut, tip, lace. 244 to 7. B, C and 
3 








80714 Girls’ gun metal, mat top, high cut, tip, lace. 24% to7. Cand D.. 2.60 
1898 ay noes kid, white kid top, high cut, tip, lace. 24% to 7. B, 


SO oa. <.o. 05. -40n canes OE ald eh bese bak Bae omeenune 
10511 Girls’ patent leather, white Nubuck top, high cut, plain toe, lace. 
Te I I PFE OES Fee ae < 
1050 Misses’ patent leather, white Nubuck top, high cut, plain toe, but- 
Se. WE WE Od 6 nb0.0060.c0 cddash oe ecaireenccdenenweaias 
1049 = Child’s patent leather, white Nubuck top, high cut, plain toe, but- 
ae EY ML 6, acs ona vn a oo ceive & hk ee eed da he oe ede a 2.25 


1042 Misses’ Dongola, white Nubuck top, high cut, tip, button. 1114 to 2 2.50 
1041 Child’s Dongola, white Nubuck top, high cut, tip, button. 84% toll 2.25 


81914 Girls’ patent leather, cloth top, high cut, tip, lace. 24% to6...... 2.60 
819 sirls’ patent leather, cloth top, high cut tip, button. 214 to6.... 2.60 
818 at patent leather, cloth top, high cut, plain toe, button. 114% ons 
817 cag’ men leather, cloth top, high cut, plain toe, button. 84% ae 
|e ) PPPPUVTETEEELTLI TTT te ee ee eee . 
807B Girls’ gun metal, kid top, high cut, tip, button. 2% to6......... 2.60 
806 Misses’ gun metal, kid top, high cut, tip, button. 111% to 2..... 2.35 
805 Child’s gun metal, kid top, high cut, tip, button. 8% to 1l...... 2.10 
Styles 805, 806, 807 also carried in patent leather, kid top. 
842 Misses’ gun metal, kid top, regular cut button. 114% to2....... 2.10 
841 Child’s gun metal, kid top, regular cut button. 8% toll........ 1.85 
840 Infants’ gun metal, kid top, regular cut, button. 6 to8......... 1.60 


Styles 842, 841, 840 also carried in patent leather, kid top. 





A FEW NUMBERS FROM OUR 
LARGE McKAY LINE 


1999AGirls’ gun metal, cloth top, English, high cut, tip, lace or button. 
244 to 6 $2.10 


See Wk eGele beats nd Cahn 5 snared Rea Oe état Ree -75 
1907A oie I atent leather, cloth top, English high cut, tip, lace or button. - 
1906A nana poe leather, cloth top, English, high}cut, tip, lace or but- 

ES I pee Se: Rr re Sey Fe eee 1.75 
963 Misse. vici kid, regular cut, button, Al line. 114% to2.......... 1.60 
962 Child’, vici kid, regular cut, button, heel or spring heel. 84% to1l.. 1.40 
961 Infants’ vici kid, regular cut, button, spring heel. 6 to 8........ 1.20 


We also carry the above three numbers in gun metal and patent leather. 


Our assortment of Nubuck, regular cut and high cut lace 
and button, and other popular low heel numbers is un- 
paralleled in variety. A Lotus tan skating boot at $3.50 
is a very attractive number. 

All orders are promptly shipped according to diehidhiien, 


Concord Shoe Company 
New York 





1050B 





807 1-2 
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scence IN STOCK ee 


FOR IMMEDIATE DELIVERY 


SATIN SLIPPERS 


FOR EVENING WEAR 













“DRESS YOUR SHOES” with 
CHANDLER’S PERFECTION 
**SHOE TIE RIBBONS” 
For ‘*Oxfords”’ use Pattern 351 
Gros Grain, Widths 1, 1}, 14, wn 


Po yee Demands _ for; O 
Lt gpeon Ballet, Gymnas oneng 
other Ties, Pattern 750 
Seubie Faced Satin Ribbon. 


Made of good serviceable satin, in operas, with 
and without rosettes. In Cuban or 1-2 Louis 
heels to match. Black, white, pink, blue. 


Colors--Black, White, Silver, $1.25 to $1.60 per pair 
Gold and Evening Shades Terms 3% Ten Days: 30 Days Net 


Ribbons in 10 and 50yard pieces | ORIENTAL SHOE & SLIPPER CO. 


Sole Agents = 116 Duane Street, New York, N. Y. 
Cc. A. BROWNING COMPANY 2 ; 
30 FRANKLIN ST. - - - BOSTON 








<= =a IM TTATIN 


COLUMBIA | 


FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA: COUNTER:CO- 


349 CONGRESS ST. BOSTON, MASS. 








Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 


© ELLERS-EVERS-CO-IN 
IN STOCK 


HWULAAUUASOONST UA ATL 





VNU VON 00NVOOIAUUALL ONL OAL AAA HAN 





















AM 








AUUNIOELUNUOUEYUA NOAA LE 











NJ 75533s—Women’s All F.B. & C. Steel Gray Kid 9-inch 
re) Lace, Plain Toe, Leather Heel, Welt. AtoD...... $4.75 the standard comfort shoe for 
| Ys 351034—Women’s All F.B. & C. Battle Gray Kid 8-inch 
E Lace, Plain Toe, Leather Heel, McKay. B to D... 3.65 — . Most —_ eager 
L  621934—Women’s All Black Kid 9-inch Lace Boot, once wearing Dr. Reed’s will 
T Plain Toe, Leather Heel, Welt. BtoD........... 3.26 remain a life-long customer of 
i 8114}4—Women’s All Black Kid 8-inch Lace Boot, the store. , Only one store ink 
E , Plain Toe, Leather Heel, McKay. C to D........ 2.75 your locality can handle them— 
1174—Women’s All Black Kid 8-i 
pe Toe, Leather Heel, ae sug — 2.75 Cae Fee Se Aas 


John Ebberts Shoe Co. 
BUFFALO, N. Y. 


peony Sixteen OriginalIn | Origine! Ia Use | 
Years’ a ee | Sixteen Years 


Flexible ¢ Cushioned 
ARCH SUPPORT Pat’d 
(No Metal) 





© 08 READE ST-NEW YOR 




















Can Procure Specially Prepared 


SILKS 


ee a 
peieacees || Corset ana siebeeee | 
Pat’d (No Metal) (Pat’d) 

































Easy to 
Wear 


aj 


Low 
in Price 


We do not manufacture pompons. 





THE nearest appr Oo OT marvellously 
Our Silks are dyed to match all Shades of Leather, and are so carefully pre- ee ee ee teller. = \ 
pared that they make full, fluffy Pompons and Tassels, outwearing any ever devised. Endoree endorsed by The best arch for low : 
slipper Write for Samples and Prices. leading | ph wand shoes. "Heense ane agresment bebwae 
Nathan and Collis 








oumnde ds 
fled ‘ons. Ret 2. 
f eereeee ar Resa Gite et eee eet Dax, | Latest Improvements 


bbers NATHAN ANKLET S SUPPORT co. Maximum 
fend’ fc vous information 84-90 Reade St. New York City Comfort. 


The ROSENTHAL-STEWART CO., Inc. 
43 RIVER STREET PATERSON, N. J. 
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TO MANUFACTURERS 


You may draw from the experience of the LARGEST 
LAST MAKERS in the World making a specialty of 


WOMEN’S, MISSES’ and CHILDREN’S FINE LASTS, 


and feel at liberty to avail yourselves of the benefit 
of our SKILL and EQUIPMENT with full assur- 
ance of our earnest endeavors in YOUR behalf. 


If your last problems are perplexing, feel at liberty to 
call on us. Our best counsel is at your command at all 
times whether you are a customer or not. 


Appointments may be made for a personal visit to your 
factory, or for an interview in our counsel chamber at 
our factory. 


DESIGNERS AND MODELERS OF WOMEN’S, 
MISSES’ AND CHILDREN’S FINE LASTS 


THOMAS W. GARDINER HENRY L. WOOD 


THOMAS W. GARDINER & SONS 
LYNN, MASS. 


BOSTON OFFICE 134 LINCOLN STREET 


TRAVELING REPRESENTATIVES, FRANK T. SHIRLEY, F. W. HOWE 
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A Smashing 1916 
Foretells a Wonderful 1917 








J & K records for past performances are interesting as showing 
“the way the wind blows’—but they’re invaluable as an indicator 
of what you may expect for Spring, 1917, if you push 


J & K SHOES 


for Young Women 
“Fit the Arch’’ 


Models of the “‘first water’—rich in exclusiveness and smartly 
attractive—styled ahead of the rest—are bound to appeal to your 
trade. 


SPRING AND SUMMER styles cover the widest range possible, 
including the most daringly original novelty creations of beauty 
and quality. Nothing like the J & K line will be shown this season— 
be sure to see it. It’s a line that commands a profit. 





Now in Stock. 


THE SU LIAN & KOKENGES®. 


CINCINNATI. 


Famous J & K Mac & Mak Shoes $4. 











tein Pap #. 
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W E L qs SPECIALTIES | McKAYS 














Tailor-Made Shoes 


for Women, attract- 


ive to the last word. 
Made with that snap 
that catches a 
woman’s eye, selling 
at prices that meet 


the purses of the 





majority 


these are the shoes 
that P. J. HARNEY 


is making. 











P. J. HARNEY 














The New Line must 
It has 


styles in color com- 


be seen. 


binations that can- 
not be described on 
this page. It has 
patterns that are 
New, Dainty and 
Practical. 





Why don’t YOU 
write and ask us to 
show it to you? 


P. J. Harney Shoe Co. 


Lynn, Mass. 
Boston Office, 183 Essex St. 





























No Hallowe’en 





window will 


be complete without this dainty 


little lace shoe. 


Order today. 


B-1642 


Patent foxed lace shoe 


Pink or Blue Top $6 
Other Colors $5 


MANY POPULAR STYLES ALWAYS IN STOCK 


J. J. McMaster lp Rochester, N. Y. | 














‘.DESKS, CHAIRS and FILING CABINETS 


SHOE AND LAST 
SAMPLE CASES 





The Globe=Wernicke Co. 


91-93 Federal Street, Boston 
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Sell ‘The Certified Shoe” in Competition 
With Any Other and See Which Pleases Most 


We know what the result will be 
but we want you to experience it 





No, 461—Sesco Last No. 462—Sesco Last No. 460—Creole Last 
IN STOCK IN STOCK IN STOCK 
Gun Metal Blucher, Dull Kangaroo Gun Metal Button, Dull Kangaroe Gun Metal Bal, Dull Kangaroo Top, 
Top, Duck Lining, 12 Harvard Aloft Top, Duck Lining, 12 Harvard Aloft Duck Lining. 12 Close Harvard Edge 
Edge with Prick ‘. Stitch. 1% Edge with Prick Top Stitch, 144 inch with Prick ” Stitch, 14 inch Heel. 
inch Heel. lack Bo ttom Finish. Sizes Wax Bottom Finish. Sizes 5 to 1044; 


eel. - B ttom Finish. Heel. Black Bo 
Sizes 5 to 1044;jWidths C, D, E. 5 to 104; Widths C, D, E. Widths B, C, D. 


Price $3.40 Price $3.40 Price $3.40 
All told we have 


Fifty Handsome Styles to retail at $4 to $7 


The Above Models, a few of Our Ready to Ship Shoes 

















STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILL. U.S. A. 


SUOUACEEHECECECREGERERERECUUUGUUUUUUUCUOEOUOUUUEUOOCURESEURUOOOOOCGUCOUCUCEOUGEUCEEUUUEGURUUUQUUUCUCCUEEOOESEOEOSOUOUOUUOOOUCUOOSOOEUSUGUSOUOOOOOOUOESUCUSUSHLOOOOOODOOOOOOOOOUSESOUSUDOOOOOOOOOUCOSUSHCEOUOOOOOQOOUOEONSERUOOOOOEOOONOUEDRE 



















ESO anh ed Ee 5 ag ery ig 


BOOT AND SHOE RECORDER 


i = _— —_— ss = = — — | —_—— a — _ —— — — _ —_ — _ 


There are many dependable lines 
of men’s shoes on the market, but 
the fact that the H & F shoe for 
men is sold in a constantly increas- 
ing number of ‘stores, signifies a 
difference sufficient to influence. 


their preference. 
“* EVERYTHING NEW THAT’S GOOD 












"ALWAYS 








Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 
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' The Nanette Pump 





The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes in 





ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA 
BRITISH WEST INDIES 
CEYLON BURMAH 


STRAITS SETTLEMENTS, ete., ete. 





STOCK DEPARTMENT of BUR- 
DETT’S SAFE TREAD LINE. 


Style 45 
Growing Girls’ Patent Chrome, 4% Louis Heel 
Pump. We make to order in any other leather 
desired. 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


Sizes, 2% to 6, A to D. 
REPRESENTED BY 


10 cents a copy $3.00 a year 
Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives for all : 


Cc. H. DANIELS M. E. SMALL 
Lee’s Building, Chicago 127 Duane St., New York 








BOSTON OFFICE FACTORY 
207 ESSEX ST. LYNN, MASS. 


BURDETT SHOE CO. 


: Send For New Catalog 
KX AOR 


) One of our new showings in the IN- 
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Sport Oxford, White Buck, Russia 
Calf Bal Strap, Marathon Last. 





Yoke Vamp, 8-inch Polish, Wave Top, 
Cuban Louis Heel, Boardwalk Last. 


21 


The Right Merchandise 
---At the Right Time 
---At the Right Price! 7 


HAT is the story of 
MITCHELL- 
CAUNT McKAYS. 


We are producing a. line 
of women’shighgrade, pop- 
ular priced McKay Nov- 
elties that are ‘‘sure-fire’’ 
sellers. 


These shoes are really a tri- 
umph in shoemaking art--- 
brim full of style and snap. 


Make the M. C. line your 
1916-'17 leader. 


Get acquainted with Mit- 
chell-Caunt Service---two 
to three weeks’ delivery 
guaranteed. 


“GOOD MERCHANDISE 
PLUS SERVICE EQUALS 
BUSINESS SUCCESS. 


gt 


Boulevard Sandal, Cut-Out Front 

and Vamp, Cuban Louis Heel, Great 

White Way Last. All Patent Leather, 
Dull Kid or Gun Metal 


p 


Patent Vamp, Bypeme Fa oo Be 
FePy Periscope Last . Cuban 


Mitchell-Caunt Company 


Factory, Lynn, Mass. 


BOSTON OFFICE 72 LINCOLN STREET 
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**Price is not the whole thing in Trade.”’ 


Marshall. 


The Marshall Shoe sells to men who are will- 
ing to pay more repeatedly, if they see they 
are getting more. 


“QUALITY MAINTAINED” 


C. S. MARSHALL COMPANY 
BROCKTON, MASS. | 
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We Have What You Want THE ADVANTAGES OF 
When You Want It ! . 


Ty BLACK KID 
VAMP, 
WHITE 
KID TOP 
READY TO 
SHIP AT 


$2.50 
701, Brogue Vamp and Fox Polish, 


Cuban Louis Heel, Great White Way A PAIR 
Last, Black Kid Vamp, White Kid 
Top 8 in. Boot. 


$2.50 


DAVID P. WOHL 


1401 Washington Ave. 
St. Louis, Mo. 


The Only Shoe House of Its Kind in the West 








Perfection 


( ivclottes 





With the Sharp Shoulder and Broad Wear- 
ing Surface 
They don’t scratch floors They do protect 


= They don’t wear slippery They do stop uneven wear 
= They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., Rpstor, 








PITTI 











nt 
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Griffin Dressings 


They speak for themselves. There is a Dressing for every shoe 


BRONZE | 
DRESSING| 





LL TURN ANY | 


COLQA LEATHER! 
NTO A 























Griffin White Bag 
Powder 











Griffin Shoe Bronze 


Griffin’s White Kidine 
An effective and safe clean- 
ing and whitening fluid 
that cleans all white kid 
and white calf stock. 


Small size, $11.00 Gross 


Made also in Light, Dark 
and Pearl Gray, Brown, 
Chamoise and Fawn. 


$7.00 Gross 65¢ Doz. 


Is the Most Natural 


Bronze on the Market. 


Large size, $24.00 Gross 
$2.20 Doz. 

Small size, $18.00 Gross 
$1.60 Doz. 








Griffin’s Glazed Kid 
m 


In Blue, Black, Light Gray, 
Dark Gray, Brown, Green, 
Red, White, Ivory, Cham- 


95c Doz. 


Large size, $18.00 Gross 
$1.60 Doz. 





- 





Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede, Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 














Griffin Suede Dressing 


A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 314-oz. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 





pagne 
CLEANS—COLORS 

POLISHES 

Is to the Leather what 

Cold Cream is to the Skin. 

3-oz. Bottle in Beautiful 

Lithographed Carton. 
Price, $16.00 Gross 

$1.40 Doz. 





Griffin Dull Finish Glycerine 
Paste 

It will not polish, but it gives te 

dull calf and kid shoes and tops 

that clean lustre that you find 

in new leather. 


$9.00 Gross 80c Doz. $17.00 Gross $1.50 Doz. $8.50 Gross 75¢ Doz. 
WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET ~— : NEW YORK 


CANADIAN REPRESENTATIVES, 


Canadian Shoe Findings and Novelty Co. 
2 Trinity Square, Toronto, Canada 
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Do You 
Insure Your 


Work Shoes? 








Work shoes get the hardest wear and more is expected 





If you don’t, you are taking chances of dissatisfaction. 
from them than with any other class of shoe. 


The best insurance is ““The Tanner’s Own Dressing” sold with each pair. This mixture of pure animal grease re- 
news the greases the tanner put into the leather. It thus keeps the leather soft, oe hea its wear, and helps 
it shed water and resist barnyard acids. It is a true nourishing grease for the leather fibers. 


P. & V. Farm Shoe Dressing 


THE TANNER’S OWN DRESSING 
25c. $2.00 per doz. $22.00 per gross. 
3 Sizes } 106, —o 9.75 “ - 
Sample .40 “ “ 4.25 “ sis 
$4.00 order; 1 doz 25c. 2 doz. 10c. 1 doz. sample size 
Display stand with 2 dozen 10-cent or 1 dozen 25-cent cans 


Recommended and sold by 
Leading Manufacturers of Heavy Shoes, Shoe Findings and Harness Jobbers 


Pfister & Vogel Leather Co., Milwaukee, Wis. 












| The New Style Arctic Buckle «SURE-LOCK” operates just exactly the opposite trom | 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
1 Buckle goes OVER the slotted plate and hooks down into it. , : 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not f 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
| Simple in operation. Greater adjustment than any other shoe buckle. 
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6s OW can you best judge a person’s character at first glance—by studying 
the eyes or the mouth?” a woman who wears her clothes well was asked. 
And without a moment’s hesitation she answered, “By looking at 
her feet!’’ 


The little refinements, the taste of selection, the fit and the form, are things that 
count for much with women, and so count for a great deal in the field of feminine 
footwear fashion. 


They are the things that have made the Lindner line of appealing interest to the 
woman of taste and refinement; they are the things that will make the Lindner 
line.a profitable line for you to put before these women, in your windows and on 
your shelves. 
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It will be profitable for you to investigate now by inquiring for details and prices. 
They will interest you. 


LINDNER SHOE COMPANY 
CARLISLE, PA. 


7 A 


OAT i nn “yy SAT 











YO SUMS 


(CAAT 

































Gone Se 


ac 9 
= 


Lhe 
} 
wr 
aa 
f 
i 
a 
ai 
MB 








28 BOOT AND SHOE RECORDER 





i 





Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 


Equipment suitable for use in stores of any size. 


No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory ‘‘rust-proof”’ or finished 


fastener. 


attached by 


The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 


the new machines. 
For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 


= 
= 
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| QUALITY || || SERVICE | 














FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by 
Catalog No. 19 


now ready. Send for your copy 


are simple, ef- J 
ficient, inexpen- 
sive, saving: time 
in sales effort. 





Get estimates | 
send us a rough 
sketch of your | 
store interior, 
showing shelves | 
to be reached and | 
let us tell you the 
cost. 


The Norwich Nickel & Brass Co. 


NORWICH, CONN. 


Salesreome Catalogue on re- | 
NEW YORK BOSTON ql 
712 Broadway 26 Kingston St. quest. 





— 
































Our Fasteners are a Finished Product 


SSULEOUREEEOGECGGEEGOUCEERGOEUGECOCEOUGERERCOEHCCCROGECCQEGGEGUGROGEROGRUGOEOEEROES 


Coburn 


Trolley Ladders 






== #: Coburn Trolley Track Mfg. Co. 
| FINISH | | ADAPTABILITY | pt! MASS 


TINT 





TULNUAROOUOORGERORGOUGHOQUGOUGEROHUGEOORGEOOROQUGEOGEGUEOOEORGQUOSORUOROQEQQEQORONRE 
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More Whitcomb Winners! 


Here’s our $2.60 line!! 


‘In Stock, Ready For 
Immediate Shipment 


A Clean-cut, Popular-priced Line 


1840 1813 
$2.60 $2.60 


FLEXIBLE 











4 and 5 $2. 
4 and 5 
4 and 5 
4 and 5 
5 


Gun Metal Button Goodyear Welt 


Blucher 


Bal. 5 
“ Flatiron English 3 and 4 
ez cs ‘** Blk. Neolin Sole, Rub. Heel Veto English 4 
py Blucher Ai ** Blk. Neolin Sole, Rub. Heel Crest 
Glazed Horse 5 wi ** Vici Kid Finish, Flexible Freak 
Gun Metal Blucher Oxford 2g ‘* In Stock the Year Round Ballroom 
Black Vici Kid * oe = ** In Stock the Year Round 5 
Brown Calf Bal. ° " 
Si Blucher 
Button 


Flatiron English 


5 
5 
8 
8 
4 
5 
5 


wae Over 80 other snappy, quick-selling styles 
in stock---all union made---all big values 


Send for our new Catalog — it fully describes our line 


WHITCOMB SHOE CO., Haverhill, Mass. 
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Gould-Lee & Webster Shoe Store Rochester, N. Y. ing wooden legged chairs) 


Chairs by 


AMERICAN SEATING (;OMPANY 


General Offices, 1016 Lytton Biulding, Chicago, Illinois 


PERMANENT EXHIBITION ROOMS IN ALL PRINCIPAL CITiE* 





The illustration shows 
an attractive shoe store equipped with 


Sanitary Opera Chairs 
the modern shoe store seating. 


Some of the advantages over settees 
and individual wooden legged chairs are 


Greater Seating Capacity 
(Chairs interlock) 
Greater Comfort 
(Spring, stuffed or full roll plain seat) 
Superior Designs 


Economy 


(Plain wood or upholstered opera chairs 
cost about one half price of correspond- 


Indestructibility 


(Opera chairs guaranteed against break- 
age. Wooden legged chairs and settees 
break easily) 


Rigidity 
(Opera chairs have heavy metal uprights 
fastened to the floor) 























SHOE STANDS 
FOR EVERY REQUIREMENT 


wom 


No. 1657 
























inches square; 1-2- inches square, 3-8 
inch square standard inch standard with 
with 3-8 inch adjust- 1-4 inch extension; 
able rod, making ex- made in 3 heights, 7 
tension from 12 to 20 to 12 inches, 12 to 20 
or 18 to 30 inches; inches and 18 to 30 
top rod is 3-8x8 inches. Top is 5x 10 
inches long. Shoe inches; oval bevel 
holders are made to glass with swivel 
tilt to any angle. connection. 

Price each $2.80 Price each $2.75 


We have a large variety of designs in 
Shoe Stands—any of which will in- 
crease the Efficiency of your window 
decorations. 

Each fixture represents the Highest 
Quality that it is possible to put into 
store equipment. 


wo 
or 





anes pousta Sidl eraxp 
HUGH LYONS & COMPANY 
LANSING. MICHIGAN 


35 W. 32nd St. 234 So. Franklin St. 
New York Chicago 


A. 






















Patented shoes and boots—and 


Price Each make a nice profit. 
Wes or Ven Made of Riemer’s special tannage waterproof oil 
2 1-2 inch Py — rae grain leather. The wood soles are close grained 
6. neh... 1-75 1.90 pons to fit the feet, 
Ie .00 2.15 i 
10 inch 22.2: 2.25 2.40 and will not warp or 
1 crack. 
Made with our new Made with our heavy Riemer Boots andShoes 
cast brass base, 5 3-8 cast brass base, 5 3-8 


are lighter and more 
durable than any all 
leather, rubber or other 
footwear, and are spe- 
cially adapted for all 


Put a small order in 
stock and see what 


Milwaukee, Wis. 






Sell Riemer 


WOOD SOLE 


Boots and Shoes 






You can work up a 
good volume of busi- 
ness in wood sole work 





rk in damp places 
on concrete floors. 


satisfaction 


H. RIEMER 
SHOE CO. 


Established 1887 
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representing Art in Shoe ¢ 
‘remains pre-eminent @C 
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“NEW RELIEF” and “COMFORT” SHOES 


RELIABLE — FITABLE — SALABLE — PROFITABLE 


FOR RETAIL TRADE 
OVER 50 DISTINCT STYLES IN STOCK. ORDERS FILLED PROMPTLY 












, No. 31 New Relief Kid Pol., D, E & EE. No. 502 Comfort Kid Crimped Vp. Juliet, Pat. Tip, E. 
No. 18 New Relief Kid Oxf., E & EE. No. 307 Comfort Kid Strap Sandal, 
No. 80 New Relief Kid Oxf., Pat. Tip, E & EE. No. 357 Comfort Kid One Strap Sandal, D&E. 
No. 101 New Relief Kid Pol., Pat. Tip, D, E & EE. No. 358 Comfort Kid Two Strap Sandal, D & E. 
No. 2 New Relief Kid Pol., E & E No. 359 Comfort Kid Two Strap Sandal, a E. 
No. 5 New Relief Kid Cir. Vp., D, E & EE. No. 669 Comfort Kid Three Strap Sandal, ( C,D&E. 
No. 133 New Relief Kid Cir. Vp., But., E. No. 131 Comfort Kid Princess, Pat. Fr. Stay, D & E. 
No. 79 New Relief Kid Pol., R. H., E & EE. No. 66 Comfort Kid Cir. Vp. Bal., EE. 
No. 279 New Relief Gdyr. Welt Men’ s, E. No. 7 Comfort Kid Cir. Vp. Bal., E. 
No. 424 Comfort Kid Smls. Pol., R. H., c. No. 671 Comfort Kid Cir. Vp., Pol., E. 






No. 677 Comfort Kid Cir. Vp. But., E. 
























E 
No. 655 Comfort Kid Smls., Oxf., E. 
No. 522 Comfort Kid, Cir. Vp., Pol. R. H., D & E. No. 177 Comfort Kid Juliet Crimped Vp., E & EE. 
No. 524 Comfort Kid, Cir. Vp. But., R. H., D&E. _ No. 40 Comfort Kid Juliet Fr. me McKay, EE. 
No. 380 Comfort Kid, Cir. Vp. But. Pat. Tip, D & E. No. 242 Comfort Kid Cir. V E. 
No. 666 Comfort Kid, Cir. Vp. Pol., Pat. Tip, D & E. No. 248 Comfort Kid Sitiet Fe. Sm., E. & EE. 
No. 658 Comfort Kid Jumbo ‘Oxf., Pat. Ti », EEE. No. 205 Comfort Man’s Kid So. Tie, E. 
No. 237 Comfort Kid Fat Ank. Pol., Pat. Tip, EEE. No. 267 Comfort Man’s Kid } Smls. Bal., E. 
No. 503 Comfort Kid, Cir. Vp. Oxf., Pat. Tip, E. No. 258 Comfort Man’s Kid } Smls. Bal. E. 
j No. 21 Comfort Kid, Cir. Vp. Oxf., E. | 
WRITE FOR PRICES 

















ALSO MAKERS OF THE “AUBURN MAID” LINE OF DRESS TURNS 
ASK US WHY? 


AND WELTS. THEY ARE A TRIPLE FIT! 


ASHE, NOYES & SMALL CO., 
AUBURN, MAINE. 




















No. 30—Men's Gan Metal Calf, English A SHOE No. 31—Men's Bal Tan Mahogany 
| fx, dg "ihe THAT SCORES Steet de tal wae mee es | 
me C. or HEAVILY 7 to 11, A; 6 to 11, B, and C; 5 toll, D. 

_ WHITMAN. & KEITH co. BROCKTON, Campello Sta. MASS. 














ABSOLU 


BeGeeean 























































































































































































































Cream 


BS 8 8 






























































CHIF FON CALF 


Has all the strength of grain leather, insuring against 
the danger of button-holes and stitches tearing out. 


Will not stretch, so that shoes made from it will 
hold their shape. 


Adjusts itself splendidly to the form of the foot, 
making up into a beautifully fitting shoe. 


Produced in the most modish shades. 


CARL E. SCHMIDT & CO., INC. 
DETROIT, MICHIGAN BOSTON, MASSACHUSETTS 





































A. J. & J. R. COOK, San Francisco 
J 
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JAMES CLARK COMPANY 


THE NOVELTY HOUSE 
of ST. LOUIS 


OFFER FOR QUICK DELIVERY 





ON RE 








+ 
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R4984—Blumenthal’s No. 20 All Dark Gray 
Kid 8-inch Brogue Vamp Lace, Goodyear 
Welt, 2-inch Leather Louis Heel. AA, A, B, 
Rises osilakice caw 'a Usd Meee coke stele ta ciened $5.00 
R4912—All Black Ki@\8-inch Stag Vam 
Lace, Goodyear Welt, ather Louis Heel. 
Mk sie Bias tw lS ae teers $3.50 


, ’ ’ 
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R4858—All Black Kid 8-inch Stag Vam 
Lace, Turn, 2-inch Wood Full Louis Heel. 

eM, Mate MGA. dian :o'd, sac CW esa Sw se Ws WI Oe $3.25 
R4959—All Bronze Kid 8-inch Lace Turn, 
Square Edge, 2-inch Leather Louis Heel. A, 

OU AMIS, ad swt R cls sai cate REA US CE $3.75 
R4820—All Black Kid 8-inch Whole Quarter 
“ace, Perforated Imitation Foxing, Turn, 
2-inch Leather Louis Heel. A, B, C, D. .$3.10 
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Company 


St. Louis 
Mo. 








R4974—Black Kid Turn Full Louis Heel, 


RS er $5.00 
R4975—Same as above, Brown Kid.... 5.25 
R4976—Same as above, Gray Kid...... 5.25 
R4978—Same in White Kid.......... 5.50 


Blumenthal Stock. 
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R4856—All Dull Kid 8-inch Lace, Turn, 2- 
inch Wood Full Louis Heel. A, B, C, D..$3.25 


R4855—As above, All White Kid, Vaughn’s 
Ivory Sole. B and C 
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BOOT AND SHOE RECORDER — 
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Wherever you are 
we are with you 


TT 





It’s only a question of hours from you to us. 


It’s exactly the same number of hours back 
to you. 


Think what this means to you in the saving 
of capital. 


You can use the stock in our nearest whole- 
sale house as your reserve to size in from. 


One retailer who takes advantage of this condition sized in 
thirty (30) times in one month buying five hundred and thirty 
(530) pairs in this way. 


He used us. 
Think what it meant to him in the reduction of capital invested. 
Think how many times he turned that little capital. 


You can do the same thing in porportion to your proximity 
to one of our nine wholesale Rice & Hutchins houses. 





Rice & Hutchins’ Wholesale Houses 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice& Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShoe Co. The Rice & Hutchins Atlanta Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Cincinnati Co. 
Joseph I. Meany & Co., Inc., Phila. 





Distributing 
System 


Rice & Hutchins, Ine. 
Twenty High Street, Boston, U.S.A. 
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